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0.6 
. Forward March!! 


Geuting’s have not reduced wages, 
have not discharged any competent help, have not reduced the quality of Geuting 
shoes, but have been at great pains to better them all the time, as good business 
judgment dictates we should always do. Neither have Geuting’s changed from 
their tried and true manufacturers for the sake of lower prices. 

We have not impoverished our stocks. With the cooperation of every mem- 
ber of our organization to whom we have appealed, we have bettered our service, 
bettered our styles, insured greater comfort in construction and maintained stand- 
ard Geuting service throughout this long depression, which we now believe is at 
the turn. The ball has struck bottom and rebounded. 

When President Hoover sent for the outstanding business leaders to form 
the Business Stabilization Committee, headed by Julius Barnes, the writer, as 
president of the National Shoe Retailers’ Association and as a member of that 
committee, pledged himself with others to place a regular volume of orders 
with manufacturers, and to conduct his business without regard to the break in 
the stock market. 





We reached the conclusion that 
not only could we cooperate with the President in fact as well as spirit, but we 
could better serve our customers thereby and build up our good-will. So we main- 
tained our organization integrity; we kept our entire force intact. Now we are 
ready to go forward with the upturn in business, which is already showing itself 
here plainly. 

We have maintained our stocks with adequate styles and sizes for the families 
of Philadelphia. We are confident that Geuting standards have not only been 
maintained but improved in quality or lowered in price. We faithfully pass these 
improvements and savings on to the families of Philadelphia and we feel sure 
we can play an important favoring part in the family budget. 

There is no economy for men, women or children in cheap shoes that rapidly 
lose their shape, that “squash” out once they are wet in the first rain of Fall. No 
misshapen shoe can ever give the impression of a well-clad foot. That is why 
Geuting never pays attention to price but great attention to value, making shoes 
in the prevailing styles fit with perfect comfort. 

Often children outgrow rather than outwear our shoes, and many of our cus- 
tomers apologize for not coming into our store more often to purchase shoes. 
This is because we never, for the safe of an opportunistic price, take anything 
out of a shoe that would destroy its worthiness. 

By spending you hire people, you start factories, 
keep the wheels turning; you help yourself when 
you buy something. So buy now! 

Prices are low, values are greater than they have 
been in years. Let’s all make October and Novem- 
ber Prosperity Months. Idle money retards pros- 
perity more than idle hands. Let’s make everything 
liquid. This is a movement that, if properly sup- 
ported by the newspapers of the United States, can- President 
not help but influence people to move toward pros- ? 


perity again. National Shoe Retailers Assn. 





T. give a tabloid picture of the 
National Styles Conference so that he or she who reads 
may give a forward look toward next spring and sum- 
mer, while at present engaged in buying and selling 
pre-Thanksgiving shoes, we summarize the high spots 
of the conference. 

The opening meeting on October 14 developed four 
preliminary laboratories of style: First—Women’s 
footwear ; second—men’s footwear ; third—children’s 
footwear; fourth—volume footwear. These distinct 
groups put an entire day into the study of spring 
fabrics and spring tendencies in leathers, lasts, pat- 
terns and colors. A complete new set of headings in 
the shape of classifications of types of shoes and their 
expected use next spring was also made. 

For example—the grade study on men’s shoes—those 
retailing up to $5.00; from $5.00 to $10.00 and from 
$10.00 up, so divided as to give regular wear, smart 
wear, dress wear, sportswear—with the sports divi- 
sion recharted into business sportswear, dress sports- 
wear and active sportswear. The only way to really 
Study these new charts of men’s shoes is to picture in 
your mind the specifications right across the board. The 


Largest attendance in twelve years—since 
organization of the National Styles Con- 
ference. More stylists, more manufac- 
turers, more leather men, and many more 
retailers. Conspicuously present stylists 
representing large buying organizations— 
the greatest style-wise gathering yet. 


“In Conference” 


All-Industry’s Fancy Turns to Stimulating 
More Styles for Spring 


natural criticism of the reader will be that everything 
possibly salable is mentioned but a slow, patient study 
of the specifications indicate, in the order of their tabu- 
lation, the importance of each as judged nationally. 

While the laboratory work was going on, on the 
eighth floor, the Sixth Official Showing of American 
Leathers by forty-six members of the Tanners’ Coun- 
cil of America filled the grand ballroom of the Hotel 
Astor in two days’ display. These cooperatively pre- 
sented displays by competitive upper leather tanners 
have all the characteristics of the old market fair, 
with the modern note of new leathers in accord with 
the Textile Color Card schedule. The majority of 
the displays featured the new leathers under the fol- 
lowing titles: Sea Sand, Putty Beige, Sky Grey, 
Almora, Indies Brown, Swagger Brown, Paddock 
Green, Grenat, Admiralty Blue. The colors for men’s 
shoes: Luggage Brown, Saddle Brown, Rusk Brown, 
Briar Brown and the two sport shades known as Trap 
Sand and Pony. 

In the background of most of the displays, how- 
ever, were the best numbers of regular runs and new 
individual colors, shown in an effort to encourage 
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merchants and manufacturers to make sampling se- 
lections. It was surprising to note the varieties of 
blacks—bright, medium and dull finish in kid, calf, 
suede, patent and kangaroo. Finished leathers were 
very prominent, with genuine reptiles, ostrich, sea 
leathers and some simulated grains being shown. 
Practically the entire upper tanning industry was rep- 
resented by its leaders and salesmen. 

The big day and the actual conference opened to an 
attendance of 1200 people—a surprising total and one 
that filled not only the seating auditorium but all of the 
background and balcony. 

The first order of the day was a short address of 
welcome by James Gordon McNeil, general chairman, 
Styles Committees, National Shoe Retailers’ Associa- 
tion. 


Te real ovation was made 
in welcome to John C. McKeon, chairman Styles Con- 
ference Committee, National Boot & Shoe Manufac- 
turers’ Association—and it developed into a general 
appreciation of the return to health of both of the 
chairmen, whose presence testified to their return to 
health after serious illnesses. 

George N. Geuting, chairman of the Men’s Styles 
Committee, was the first speaker, and he indicated that 
a new lease of life was positively in sight for the men’s 
shoe business in the more colorful spring ahead. He 
said: “Men will buy and are ready to buy more color- 
ful shoes” and in the three divisions of business, dress 
and active sports there was an industry’s great oppor- 
tunity to change the stubborn man from one shoe 
season the year round to two distinct selling seasons 
with distinctive shoes in each. He said: “Buy your 
shoes with a real purpose in mind. You have no right 
to buy shoes unless you have a definite picture as to the 
use and purpose for which the shoe is to be sold. 
What is more, you have no right to buy shoes that are 
not comfortable. In 1931 we will break down the 
sales resistance of every man customer who heretofore 
has stated he would rather take a licking than buy a 
new pair of shoes.” 

Major I. D. Carson, of Philadelphia, speaking on 
men’s styles, indicated that “style was an interpreta- 
tion of a mode of living.” He said: “There is no 
men’s style arbiter in this country. College campus 
is a worthy influence of a new smartness to men’s 
footwear,” and he gave credit to two style centers— 
New York and Hollywood—“on these two rest all the 
law and the profits.” Every man is particularly sensitive 


of his head, hands and feet and he will listen to the | 


style guidance of a retail merchant. We are stepping 
into a year when every man wants to look best.” 
Miss Kathleen Howard of Harper's Bazaar put ina 
good word for quality, saying: “Quick money is easy 
but the road back to quality and prestige is extremely 


[tuRN TO PAGE 25, PLEASE] 
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Highlights of the Conference 


Strong tendency for women to wear Swagger Brown shoes with 
blue suits. 
> 
White will be very important next summer in both men’s and 
women’s shoes. It is the color base in most sport types of shoes 
for men. 
> 
Not as a facetious note but real style significance was placed 
upon Tom Thumb Golf Course footwear styling. 


> 
There was a time when the pump did not fit and a cheap shoe 
was a wide open shoe—but today all pumps fit. 
‘ SS 
Next spring, jewelry, millinery and gloves will take quite a bit 


of the color away from the shoes for women are dressing for eye- 
attention—above the waistline. 


SS 


Evening slippers to match jewelry colors. 
<> 


A strong movement towards the promotion of the new rich, dark 
brown shades in much lighter weight men’s and boys’ shoes for 
early spring. 

> 


Lighter weight shoes inevitable in men’s footwear. 
> 


A print-silk season in dress ahead with lighter fabric backgrounds 
—an extremely important note for women’s footwear. 


SS 


Dyeable materials in daytime footwear—an advance summer note. 
> 


Strong tendency towards grey suitings for men and an increase 
in blue, with a recommendation that wine colored shoes for men 


will sell. 
<< 


In both the women’s and men’s division the hope expressed for 
new and clever patterns. Designers are to be stimulated in their 
search for new patterns—the first need is a cross between the 
sabot and the pump. 

bo, > 

Black for both women’s and men’s shoes lead all else for early 

spring. 
—S 
Colors to lighten as summer comes in both men’s and women’s 


footwear. 
LS 


The Cinderella of the conference seemed to be patent leather— 
with hopes, mostly hopes for spring. 





SHOE STYLES 


Official Report of the 


WOMEN'S SHOES 


WOMEN’S STYLES 


CONSERVATIVE TYPES FOR GENERAL USE 


Early Spring 


PATTERNS: 
1. Oxfords and tie effects. 
2. Straps. 
3. Pumps and step-ins. 


LASTS: 

Present types. 
HEELS: 

10/8 to 16/8. 


MATERIALS: 
1. Kids and lightweight calf. 


NOTE: Attention is directed to the smartness of perfo- 
rations with underlays, 


2. All-over reptiles and reptile trimmed shoes (genuine 
and simulated) 

3. Patent leather. 

NOTE: Patent leather is particularly adaptable in a low 

heel walking type of shoe with perforations, plain or 

underlayed with contrasting colors. 


COLORS: 


1. Black (numerically ahead of all colors). 

2. Brown (darker shades). 

3. Blue (darker shades). 

NOTE: Attention is- called to beige—the dark putty 
shade. 

NOTE: Attention is called to the fact that Easter comes 
early this year—April 5. 


Late Spring 
COLORS : 


PATTERNS: 
1. Tie effects and oxfords. 
2. Straps. 
3. Pumps and step-ins. 
LASTS: 
Present types. 
EELS: 


10/8 to 16/8. 
MATERIALS: 

1. Kid and lightweight calf. 

2. Reptiles. 

3. Fabrics. 


1. Black. 

2. Beige. 

3. White. 

NOTE: Attention is called to the importance of white’ as 
the season progresses. 


4. Brown. 
5. Blue. 


TYPES FOR AFTERNOON WEAR 


Early Season 
MATERIALS: 


PATTERNS: 
1. Pumps (trimmed and plain) and step-ins. 
2. Light strap effects. 
3. Dainty oxfords. 
4. Sandal effects. 


LASTS: 
Present types. 


EELS: 
14/8 to 20/8. 


NOTE: Attention is called to the importance of 18/8 as 
extreme height for dressy wear. 


1. Kid (plain or trimmed). 

2. Reptiles (all-over and in combination). 
3. Fabrics. 

4. Patent leather. 


COLORS 


1. Black. 

2. Brown. 

3. Blue. 

4. yo A beige, Astrakan beige and other dark shades of 


beig 
Gray i. rg “ high style note in apparel, but black, dark gray- 
ish beige or color accent shoes are smarter to give con- 
trast than matching gray shoes. 
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FOR SPRING 


Joint Styles Conference 


J. Gordon McNeil, Chairman 


Late Spring 


PATTERNS: 
1. Pumps (trimmed and plain and step-ins). 
2. Light strap effects. 
3. Sandal effects. 
4. Dainty oxfords. 
MATERIALS: 
1. Kid. 
2. Fabrics. 
3. Reptiles. 
4. Patent (limited). 


COLORS : 
1. Pale beige. 
2. White. 
3. Bright colors and pastels. 


NOTE: Attention is called to dyeable materials. 


ACTIVE SPORTS 


For January to June 


PATTERNS: 
1. Oxfords (brogue, saddle and moccasin types). 


2. Prince of Wales effects. 
3. Kiltie tongue effects. 


LASTS: 
Present types. 


HEELS: 
8/8 to 12/8. 
NOTE: There is a growing demand for the sport shoe 
with higher arch without increased heel height. 


Attention is again called to the increased use of the es- 
padrille type of shoe for tennis. 


MATERIALS: 
1. Elk and calf combination. 
2. Buck and calf combination. 
3. Buckskin all-over. 
4. All-over boarded and grain calf and elk in com- 
bination. 
NOTE: Attention is called to the growing importance of 
tweed in neutral and high colors, trimmed with varying 
materials such as velvet pigskin, reptilian effects and calf. 
COLORS: 
1. Beige and brown. 
2. White with brown. 
3. White with black. 
4. White (all-over). 
NOTE: Attention is called to dark greige and chamois 
colors in buckskins. 
Attention is also called to the punched panel shoe in this 
classification. 


SPECTATOR SPORTS WEAR 
Including Tailored Street Types 


PATTERNS: 

1. Pumps and step-ins with perforated effects. 
2. Oxfords and demi-oxfords. (See note.) 
3. Straps. 

4. Sandals (including pyjama sandals). Sandals will 

grow in importance as the season advances. 

NOTE: A demi-oxford is one or two eyelet tie built 
over a pump last. 


LASTS: 
Present types. 


HEELS: 


12/8 to 18/8. The Cuban heel for this type of footwear 
is correct. 


Early Spring 


MATERIALS: 
1. Calf and kid. 
2. Reptiles (all-over or in combination). 
3. Buckskin with calf or reptilian trims. 
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COLORS: 
1. Black. 
2. Brown. 
3. Blue (darker shades). 
4. Beige, gray and chamois shades. (These colors are 
especially adapted to reptile and buckskin shoes.) 





Official Report of 


Hotel Astor, New York 
WOMEN'S FOOTWEAR 


= = 


Late Spring 
MATERIALS: 2. Fabrics (plain or trimmed). F 
1. White leathers alone or in combination with dark NOTE: Attention is called to the high shades and paste! 
brown, black or dark blue. shades in kid, calf and fabrics. 


EVENING SLIPPERS 


PATTERNS: MATERIALS: : 

1. Sandals. 1. are melee 4 

> : : 2. Multi-colored brocades. 

a ee ee 3. Black fabrics (gold or silver kid trim). _ ; 
LASTS: NOTE: There is a tendency toward the revival of silver 

P t types. kid. : : 

a Combinations of fabric materials continue to be important. 

HEELS: Slippers in jewel colors are recommended in contrast 

15/8 and up. with black or white evening gowns. 


WOMEN’S VOLUME FOOTWEAR 


L. A. SHEA, Chairman 


For Buyers and Distributors of Shoes Retailing Up to Five Dollars 


CONSERVATIVE TYPES FOR GENERAL USE 


For Early Spring 


PATTERNS: MATERIALS: 
1. Oxfords and ties. 1. Kid and light weight calf. 
2. Straps. 2. Patent leather. 
3. Pumps and step-ins (limited). 3. Reptilian grains, plain and trimmed. 


LASTS: COLORS: 

Present types. 1. Black. 
HEELS: 2. Browns. 

10/8 to 15/8 3. Beige Shades. 


FOR LATE SPRING 


PATTERNS: a : ‘ 
1. Kid and light weight calf. 
1. Straps. 2. Patent leather. 
2. Oxfords and tie-effeects. 3. Reptilian grains, plain, and in combination. 
3. Pumps and step-ins. ome (limited). 
‘ Black. ‘ 
. . Beige shades. 
LASTS: 3. White. 


Present types. 4. Browns. 
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Styles Cuties 


October 14-15, 1930 
STYLES FOR SPRING 


* ¥ 


TYPES FOR DRESSY AFTERNOON WEAR 
For Early Spring 


PATTERNS: 
1, Light strap effects. 
2. Pumps, plain and trimmed, and step-ins. 
3. Dainty oxfords and tie-effects. ’ 
4. Sandals. 
LASTS: 
Present types. 
HEELS: 
14/8 to 20/8. 
NOTE: In the “fast” style footwear worn by the 
younger generation the 13/8 heel is still popular. There 
3 . stronger demand for 15/8 and 16/8 Junior Louis 
eels. 


MATERIALS: 
1. Kid and light weight calf. 
2. Patent, trimmed or punched. 
3. Reptilian grains, or in combination. 
4. Fabrics. 


COLORS: 
1. Black. 
3 Beige shades. 
3. Dark blues. 


For Late Spring 


PATTERNS: 
1. Light strap effects and sandals. 
2. Pumps, plain and trimmed, and step-ins. 
3. Dainty oxfords and tie-effects. 
LASTS: 
Present types. 


EELS: 
14/8 to 20/8. 


MATERIALS: 


1. Kid and light weight calf. 
2. Patent leather. 

3. Fabrics. 

4. Reptiles, and in combination. 


COLORS: 


1. Black. 
2. Light beiges 
3. White. 


SPECTATOR SPORTS AND TAILORED TYPES 


PATTERNS: 
1. Straps. 
2. Oxford effects. 
3. Pump effects, trimmed. 
NOTE: Punched, perforated, tipped and foxed types 
will be important. 


LASTS: 
Present types. 


COLORS: : 
For Early Spring 
1. Beige shades, principally trimmed. 


2. Blacks, trimmed. 
3. White and in combination with other leathers. 


HEELS: 
12/8 to 18/8 


MATERIALS: 
1. Kid and light weight calf. 
2. Reptiles, plain and in combination. 
3. Fabrics in combination with leather. 
NOTE: As the season advances, fabrics will change 
place with reptiles in importance. 


For Late Spring 
1. White, plain and in combination. 
2. Beige, plain and in combination. 
3. Black in combination. 


ACTIVE SPORTS 


PATTERNS: 
1. Oxfords, with tips and foxes. 
2. Moccasin types. 
3. Plain toe effects. 
LASTS: 
Present types, with a tendency toward a modified toe. 


HEELS: 
7/8 to 12/8, tendency toward 12/8. 
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MATERIALS: 
1. Elk finished leathers. 
2. Calf. 


COLORS: 
1. Beige, in combination with other leathers. 
2. White and in combination with other leathers. 
3. Black (limited). 





Men’s Footwear Styles for 


Official Report of Joint Styles Conference 


SPRING, SUMMER—1931—MEN’S SHOES RETAILING FROM $5 TO $10. CHART NO. 1. 





PURPOSE 


LASTS 


PATTERNS 


LEATHERS 


HEELS 


TYPES 





Regular 
Wear 


Medium Round 
oes 
Staple Custom 


Corrective 


Plain patterns, 
perforated Tips 
and medium ex- 
tension 

Straight Lace or 
Blucher 


Black Calf 
Black Kid 
Medium Shades 


of Brown Calf 
and Kid 


7/8 to 8/8 wide, 


mostly Rubber 


Staple shoes in all 


stores, sizing-in the 
the most important 
recommendations 





Smart Wear 


Medium and wide 
French Type 


Plain patterns, 
fittings preferred 
rather than per- 
forations 


Black 
Medium shades of 


Brown with 
bright finish 


7/8 to 8/8 medium, 


mostly rubber 


Lighter weight types 


Increasing 





Narrow and 
medium custom 


Perforated Vamps, 
tips and lace stays 
Wing Tips 
Straight Tips 


Rich Dark Brown 


Calf, Black Calf, 
medium finish 


8/8-9/8-10/8 


Medium to nar- 
row, principally 
Leather 


Light weight types 


Increasing 





Medium Brogue 


Heavier fitted; 
wing tips, straight 
tips; pinked and 
perforated, with 
and without center 
punchings 


Dark Brown 
Black Calf 
Boarded Leather 
Some Grained 


7/8 wide, mostly 


leather 


Lighter weight tend- 


ency prevails here 
also 





Informal Medium 
French Custom 


Very plainly fitted 
and some small 
perforations 


Light Weight 
Black Calf 


with light soles; 
some Dark 
Browns, worn 


with Spats 


8/8 Small Leather 


Close trimmed shoes 


in very light 
effects 








Formal 
Medium Custom 





Plain Toe 
Lace Oxfords 





Patent Light 


weight, dull finish 
Calf 





7/8 Small Leather 





Extremely light 


weight and close 
elge 





SPRING, SUMMER—1931—MEN’S SHOES RETAILING FROM $5 TO $10. CHART NO. 2. 





PURPOSE 


LASTS 


PATTERNS 


LEATHERS 


HEELS 


TYPES 





Dress Sports Wear 














Medium and 
narrow custom 
Medium Brogue 


Straight Tip 

Wing Tip 

Plain toe, neat 
perforations, 
plain fitted, some 
center punching 


White Buck; grow- 


ing tendency 
towards all-over 
Whites; Wing and 
straight tips. 
White Buck with 
Black or Tan. 
Two shades in 
Lighter Tones 


8/8 Small; Leather 
qi Leather soles) 


and Rubber 


Lighter weight 





Active Sports Wear 


Brogue Moccasin 
Types 


Foxed, Wing Tips, 
Straight Lace and 
Blucher. Heavier 
perforations. 
Plain toe with 
saddles 


White Buck, 


Black trim. 
White Elk Black 
trimmed 

Two tone Brown 
Elk and Veal. 
White Buck, 
Brown trim 


Rubber Soles, 


Leather Soles with 
spikes 


Golf and Outdoor 


activity 


Heavier effects 





Sports Wear 


Business Sports 
Wear 





Medium Round 
Medium Brogue 
Medium Custom 





Wing Tips— 
perforated or 
plain fitted. 
Straight tip, 
some perfora- 
tions and center 
punchings. Mostly 
foxed patterns 
with lace stays. 
Plain toes, saddle 
effects. Both 
vamp and quarter 
saddle effects 





White Elk and 
White Elk and 
Two-tone Tan Elk 
White Buck and 


Two tone Calf in 


Black Calf 
Brown Calf 
Black or Brown 
Calf 


lighter shades and 
weights 





Leather Soles 


and Rubber Heels 
Heel heights are 
governed by lasts 





Tendency towards 


lighter, neater 
shoes in these new 
classifications 
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the Spring and Summer, 1931 


Chairman, George N. Geuting; Vice Chairman, Jesse Adler 


SPRING, SUMMER—1931—MEN’S SHOES RETAILING FROM $10 UP 








PURPOSE 





LASTS PATTERNS 








HEELS 





TYPES 














LEATHER 




























Regular and Smart | Narrow Custom Straight Tips 8/8 Predominating | Lighter Weights Lighter Shades of 
Wear Custom Type Some Wing Tips 10/8 in some cases Brown and Black 
Brogue Some Bluchers on extreme Cus- Calf, Brown and 
Orthopedic Types | in Staple and Or- | tom Types Black Kid 
thopedic Types Leather 
Predominating 

Dress Wear Custom and Plain Toes 7/8 and 8/8 Patent Leather 

Semi-Custom Dull Calf 





















Narrow Custom Wing Tips 


Custom Type Straight Tips 
Brogues Plain Toe with 
Saddle. 
Ball Straps. 
Better types will be 


simple. Some moc- 
casins for active 
sports. 











8/8 Normal 
6/8 and 7/8 Spring 











White Buck with con- 

trasting color in calf. 
All White Buck. 
Combinations of Elk, 
Grain and Colored 
Bucks with Brown 
Calf. All-over Col- 
ored Bucks. 















SPRING, SUMMER—1931—MEN’S SHOES RETAILING UP TO FIVE DOLLARS 















PURPOSE 











TYPES 





LEATHERS AND 
COLORS 












Regular Wear 









3. Medium Custom 

4, Semi-balloon 

5. Narrow Custom 

6. Corrective 
Types 


3. Wing and 
punched Tips 


LASTS PATTERNS HEELS 
1. Medium French | 1. Circular Oxford | 1. Rubber 
2. Medium Wide | 2. Blucher Oxford | 2. Leather 


3. Metal Inserts 


on Leather 


Some 9/8 Heels 
8/8 Heels pre- 


dominating 


Fancy Fittings and 
perforations on all 
but French types. 

Some medium cus- 
tom Types 





Black 

. Cordovan Brown 

Brown 

. Elk combinations 

. Scotch and 

Smooth combina- 

tions 

6. Black Patent 








RW 


























Dress Wear 









Plain toe, 
circular 
Patent, circular 
French Toe 


Medium Custom 


Medium French 


Low Leather 





Plain Fitting 
Light Weight 











Patent Leather and 
Black Calf 















Sports Wear 





1. Circular Wing 

2. Moccasin Type 

3. Panel and 
Brace Blucher 


1. Medium Custom 
2. Medium Wide 
3. Brogue 











Leather 
Rubber 


Plain or Fancy 
Fitting 

Leather and Com- 
position Soles 



















difficult, 


issue. 





She urged a study by the shoe men of blending shoes 
with fabrics. 

The centerpiece of the entire Style Conference 
was the fashion interpretation by Mme. Hamilton 
Jeffries, fashion editor of the Boor AND SHOE Re- 
CORDER, who combined in her talk the sources of line 
and design of shoe patterns and the complete color 
picture of next spring as revealed by mannequins dis- 
playing gowns, millinery, footwear and accessories 
provided by the cooperation of shoe buyer Rogers of 
Bonwit Teller & Co. of Fifth Avenue, New York 
City. Her illustrated article complete in next week’s 
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The smart woman always looks for quality.” 





“IN CONFERENCE” 


[CONTINUED FROM PAGE 19] 


didn’t match his garters. 


The economic note of the conference was struck by 
Bruce Barton, noted author, lecturer and student of 
advertising. He made a great hit when he said that 
hereafter when he stepped out in the morning he 
would stop and become panicky because his necktie 
He pointed out that there 
isn’t a single industry in America where style today 
isn’t the most important factor. 

During the luncheon period President A. H. Geuting 
and Jesse Adler of the Men’s Styles Committee spoke 
in serious and facetious manner. 

The report on juvenile footwear styles as adopted 
by the conference will be published in next week’s 
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BOOT and SHOE 


RECORDER 


With which is combined 


THE SHOE RETAILER 


> 


Truth Benders 


AKE it for granted that the public is dumb and 

continue to advertise $27.50 shoes at $6.00, and 
it won’t be long before the title for dumbness will 
be exclusively the possession of the retail shoe man. 
There has never been a season that has had anything 
like the exaggeration in shoe advertising, like the 
season we are now in. 

We all know that business is hard to get; that 
sales volume is difficult to hold up and that an adver- 
tisement that simply says: “Quality, Service and 
Price” lacks the wallop of authority; but why this 
unanimous effort in retail advertising to bend the 
truth to the breaking point? The public is not so 
dumb as to believe that shoes styled at $27.50, con- 
taining materials and workmanship equal to $16.00, 
can be found in many stores at only $6.00. There must 
be some common sense still retained by the public. 

If it were a statement of only one store, that would 
be easy to label as just a wild attempt to stagger 
the public with a “leader,” but when we see dozens 
of reputable shoe stores all take turns in stretching 
the truth—we wonder if we haven’t reached a point 
of price madness that will destroy eventually all 
prices. There are many business minds in that great 
mass of buyers generally termed “the public” who 
can appreciate that no one can consistently sell mer- 
chandise at %4, %, 1/5 the price that others must 
charge for the same product. 

These may be heroic selling days, but there is no 
excuse for complete violation of the truth. One New 
York store went to the extent of quoting clippings 
from a number of advertisements showing obvious 
over-statement. It certainly was decidedly unusual 
for an all one-price $5.00 advertiser to run a message 
of that sort. In this case, the store said it was their 
policy to under-state rather than over-state. That’s 
indeed a new angle and perhaps the public then goes 
away with the feeling of getting more value for the 
money, through the personal appreciation of the 
modesty of this store’s statement. 

We wonder what the public thinks is the worth of 
a shoe for which it pays $6.00 and which it has been 
led to believe is a $16.00 standard of materials and 
workmanship and a $27.00 sense of style—to awaken, 
after wearing, to find that it was only a $6.00 shoe 
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after all. There is worth to shoes in all grades. 
There is value to shoes in all grades that exceeds the 
price asked, but that worth and value only comes in 
giving the public precisely what it wants and in giv- 
ing a fitting service that makes the shoe a comfort 
and a joy through its wearable life. 

The public only gets what it pays for after all. It 
knows, with the commonsense that all mankind pos- 
sesses, that there is a difference between Queen Anne 
apparel and Mary Anne utility. There is a differ- 
ence, and the foot knows, between the ink statement 
of “hand-turned” shoes and the real bench-turned 
product. There is a difference in service of an hour’s 
thoughtful study of the foot and its fitting and the 
ten minute “rush and take it.” There is so much 
difference in shoes that for precisely this reason we 
regret to see so much of the battle in ink based on: 
“Don’t be a fool and pay more.” 

The public can get good shoes and good service in 
every grade without feeding it through the eye with 
statements which caulculate to prove that all shoe 
men are liars. 


Ask Me Another 


—Have the people still got large purchasing 
power? 
—Yes, even larger than a year ago. 





—Then why is business behind a year ago? 


—Because fear has closed the mind to reason 
and the pocket-book to trade. 


—When will all this change? 


—When people recover their intestinal 
fortitude and begin to put money in 
circulation again. Then prosperity will 
return in full measure. 


1 +t 


President. 
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You’ll NEVER See This 


vVvvVv 


Styles for Spring 


HE Styles Conference in session this week has 

taken a middle path on fashion and picked out 
a range of colors, made a series of specifications and 
recommendations and helped industry at large. As 
is usual at such conferences, we find men present 
who believe that for them the best move is to go ab- 
solutely opposite to the recommendations. As one 
man put it: 

“Whenever the marvelous stylists’ committee has 
voted—'this is the time to buy brown, blue or black,’ 
I bought patent leather black satins, etc., and made 
money. Always the other thing. That bunch of theo- 
rists get together and talk as though their aunts were 
the queens of England and then come home to find 
them still washing dishes. So I for one, take their 
recommendations and throw them in reverse.” 

Well, maybe that also is something to the credit 
of the styles committee. He at least knows what to 
do even if it is contrary to the accepted recommenda- 
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tions of the trade. What makes this shoe industry 
of ours such an interesting craft after all is its dif- 
ferences of opinion. It is, however, very wholesome 
and very sane and sound for some sort of platform 
to be laid down to cover the general average of shoes 
for a coming season. An industry that builds three 
hundred and fifty million pairs of shoes must, by that 
immense total alone, have better than a sixty per cent 
unanimity of style thought. 

There will always be black shoes. That goes like- 
wise for brown. Spring and summer will always 
lighten over the somber colors of fall and winter. 
The committee recommends major items that are in 
the stream of public demand and perhaps most of the 
recommendations are obvious, but here and there a 
centralization on certain shades helps to glorify every 
store’s stock. 

This industry had had quite enough of everything 
being in style—which means in the second truth— 
nothing is in real style. There were critics at the 
last Styles Conference who saw no place for suede 
this present fall. But the voice of the majority 
ruled. We have seen perhaps the biggest black suede 
year in the history of the shoe business. There are 
certain weights of leather that go best when women 
are wearing woolens and knitted fabrics. The com- 
mon sense of the Styles Conference emphasizes those 
natural harmonious materials. It is likewise pretty 
obvious from the current styles report, that spring 
brings with it the lighter calf and kid—making a 
place in the sun also for fabrics that lend themselves 
readily to lighter coloring. 

Industry makes no mistake when it goes into a 
“style huddle” and thinks things out in meeting. The 
individualist may always differ, but even he is in line 
with the major portion of his stock. Anyway, the 
spirit of the conference is not to rule “these things 
are right” but to recommend always the personal and 
community application of the customers’ need. After 
all, the spirit is the thing and an industry that works 
harmoniously is headed down the path of progress. 

We repeat the clever adage: “Be sure you are 
right, then go ahead.” It looks to us as though some 
of the future predictions are right in line with profit 
to the store and increased prestige to the conference 
and a little more pleasure in footwear to the ultimate 
wearer. 








Vv 


Simple illustration of the 
manner in which the inner 
border of the foot is sup- 
ported. The three legs of 
the chair correspond to the 
three contact points of the 
foot, while the elastic cord 
represents the leg muscle 
that holds up the inner 
border. If the leg muscle 
is weakened or overstrained, 
the arch sags and flat foot 
results. 
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As | write this | have before 
me a collection of articles about foot troubles and their 
correction which I have clipped at various times and 


from various sources. They were written by doctors, 
makers of footwear, instructors of physical 
culture, beauty specialists and others. They 
have one thing in common. They all agree 
that a perfect, normal foot is rare and that 
something ought to be done about it; that a 
perfect body balance and a graceful walk is 
not possible if the feet are not right. 

Aside from that all of these articles seem to 
be written to exploit some pet theory of cor- 
rection and almost without exception they 
confine themselves wholly to the feet, utterly 
disregarding the muscles above the ankle 
which support and control them. Let me 
quote one of them to illustrate just what I 
mean. “Shoe fitters should have a thorough 
knowledge of the human foot, its anatomy 
and pathology.” I maintain that knowing the 


foot contact. 


28 


How Foot Troubles Start 


Overstrain of Leg Muscles an Impor- 
tant Factor in Fallen Arch or Flat Foot 


Fifth of a series of articles about feet and footwear from the standpoint of foot health 


By HUGH THOMPSON 


names and locations of the bones of the feet without 
a knowledge of the mechanism above the ankle which 
makes the use of the feet possible is of about as much 
use as knowing the number of a house and not know- 
ing what street it is on. 

I make that statement because I hope to show you 
that, aside from corns and callosities, ALL foot ail- 
ments are caused by overstrain of the muscles of the 
leg and that they all originate above the ankle joint. 


Betore | can demonstrate 
that it is necessary that we have a look at the sole of 
the foot as it comes into contact with the ground. If. 
you look at the imprint of the foot at the bottom of this 
page you will notice that the heel, the outer margin 
and the ball and toes come into contact with the 
ground, but that the inner side of the foot does not. 

In walking the weight is first caught on the heel, 
then carried forward on the outer side of the foot to 
the ball and finally off the ends of the toes. The main 
points of contact are the heel, the joint of the little 
toe and the joint of the great toe. This mechanism 
has been referred to by many as the THREE POINT 
BALANCE or TRIANGLE of BALANCE. On the 
imprint there are three dots marking these three points. 

Now, if you place a tripod with its three legs set as 
these points are it will promptly fall over. It is ab- 
solutely necessary that there be a fourth point 
of support and, since the inner side, or arch 
of the foot, does not come into contact with 
the ground, the support of that side of the 
foot must necessarily come from above. And 
that is exactly where it does come from. Try 
to imagine, if you can, what the foot would 
look like and how awkwardly you would walk 
if the inner side of the foot were flat on the 
ground like the outer side. Certainly the foot 
would be a less beautiful and less efficient 
member than it is. 

The best illustration I can think of as to 
how the inner border of the foot is supported 
and how it adds to the grace and ease of walk- 


The three points of ing is one given me long ago by an orthopedic 


[TURN TO PAGE 54, PLEASE] 
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Thiee Men Doscwss. 
SHOES and KIDS... 


Mr. James Lyons, Surpass Leather 
Co., tells how skins are selected by 
Julius Grossman, Inc., for their shoes. 
Introducing also, the Southern Tie 


Oxford. 


Mr. Mayer: The shoe I want to 
talk about ths week is known as the 
champion “bread and butter” shoe 
of the industry. We call it the 
Southern Tie. And how that shoe 
does sell! 


Adv. Man: 


over? 


Mr. Mayer: Our famous Stand- 
ard Last. It hugs the heel snugly 
because it is narrow fitting there. 
But across the ball it has plenty of 
room for comfortable treading. 

Adv. Man: I guess I ought to 
mention that it has a smart leather 
_ heel inasmuch as leather heels seem 
to be going so big. By the way, 
how are your salesmen making out 
on the road? 

Mr. Mayer: They’re going fine. 
It’s wonderful how they are being 
received. I guess we've struck a 
great idea in showing the merchant 
the advisability of building his own 
name in his community with shoes 
like these. 


What last is it made 


Adv. Man: Who’s that tall fel- 
low coming in the door? 

(Mr. James Lyons, of the Sur- 
pass Leather Co., comes in.) 

Mr. Mayer: Well, if it isn’t Jim 
Lyons, “the apostle of black kid!” 
Come in Jim, you’re just in time. 
We are discussing this kid oxford. 
I was just about to explain that we 
concentrate on getting the best 
grades of Surpass Kid in small fine 
skins. This is our advertising man. 
Maybe you'd like to tell him about 
Surpass Kid. 

Mr. Lyons: Surely. I’d welcome 
a chance to tell of our troubles in 
satisfying the exacting requirements 
of Julius Grossman. I hope your 
officials won’t get sore if I stress 
the fact that they are cranks for 
quality. I often wonder how in the 
world we find enough skins in our 
raw stock department to yield 
grades of goat skins wanted by this 
super-critical customer. 

Mr. Mayer: Go ahead Jim, you’re 
doing great. My stenographer is 


JP LAW 


GROSSMAN 


Cs Shoes a_~ 


WHOLESALE SAMPLE ROOMS—537 FIFTH AVE., NEW YORK 
FACTORY—372 DE KALB AVE., BROOKLYN 
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taking down everything you say. 
You can’t stop now. 

Mr. Lyons: I could spend hours 
telling you of the many surpassing 
features. But I know you're using 
what I say in an ad. Therefore, 
modesty and good taste prevent me 
from reciting the many advantages 
that are so well known. It’s suf- 
ficient to say, Julius Grossman has 
used Surpass for a quarter of a 
century. 

Mr. Mayer: I'll give a few of the 
reasons. We find that Surpass 
measures up to our strict standards 
of quality and the leather seems to 
take on added beauty when made 
into Julius Grossman shoes. 

Mr. Lyons: Put in how I sell you 
Surpass Kid. 

Mr. Mayer: Mr. Herbert, our 
leather buyer, tells me that we just 
give Jim our order for the same 
grades year in and year out. Our 
officials know we: may depend on 
the same uniform selection of fine 
small skins. Surpass seems to have 
acquired the knack of selecting the 
kind of skins best fitted for our 
shoes. 

Mr. Lyons: 
kind words. 

Mr. Mayer: You’re welcome 
Jim. By the way, how’s business? 

Mr. Lyons: Great, they all seem 
to want black kid—“Surpass” black 
kid, of course. 

Mr. Mayer: I see your “modesty” 
creeping out again! You're not 
kidding us, are you, Jim? 

Mr. Lyons: Surely, I’m kidding, 
Surpass kidding, that’s my business. 
Good Day! 


Thanks for those 


SOUTHERN TIE 


#375—Black Kid 
#£377—Brown kid 


STYLE CATALOGUE ON REQUEST 
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fr SOLID 
COMFORT 


——INA BED ~~ ITS 
—FLOSS MATTRESS 
——AND BED SPRINGS 
































hee is real night-time comfort in a good bed. There 


is real day-time foot comfort in shoes equipped with 
CRAWFORD Shanks. Explain their merits to your cus- 


tomers. Point out the flexible member that gives con- One end of the CRAWFORD 
Shank is slotted and fitted around 


stant support to the foot, and the rigid member that 2 split rivet so that it will slide back 
; and forth as the weight of the body 
positions the shank and aids in preserving the shape of is applied to end removed from 


the shoe. Offer your customers this greater foot comfort. 





Specify their inclusion by the full name, 
CRAWFORD SHANKS 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON -:- MASSACHUSETTS 
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NATIONAL NEWS 


SATURDAY, OCTOBER 18, 1930 


EVERY WEEK 








Sees Stocks in 


Healthy State 


St. Louis Manufacturer Finds Encouragement Despite Reduced 
Production of This Year—Collections Better 


St. Louis.—One of the largest of 
the local general line shoe manufactur- 
ing houses reports its percentage of 
collections against outstanding accounts 
is better than for the same period a 
year ago. The deduction drawn from 
these figures is that merchants have 
been operating on the stocks of mer- 
chandise they had on hand without re- 
plenishment in equal volume. 

A number of officials of another large 
institution have just returned from a 
trip through many of the agricultural 
states in the Middle West, and the ob- 
servations gained from contact with 
shoe merchants in many communities 
revealed that crops had not been af- 
fected by the drought as severely as 
was first reported. Farmers themselves 
expressed a more optimistic attitude 
toward the situation than was reported 
during the torrid period of the sum- 
mer. 

The condition of retail inventories 
apparently offers the most encourage- 
ment to be derived from the situation 
at the moment. The caution exerted 
by both merchant and manufacturer 
has kept stocks in an excellent condi- 
tion in readiness for expansion when 
the trend takes a definite swing up- 
ward. 

A bulletin sent out by one of the 
major companies supports the sound 
position assumed by the shoe industry 
as a whole as follows: “The record of 
the number of pairs of shoes manufac- 
tured in this country compared with 
that of last year indicates about a 
50,000,000 pair decrease in 1930, or an 
approximate decline of 14 per cent, and 
takes care, in a great measure, of the 
decrease in sales of the manufacturers. 

“It is reasonable to suppose that 
those 50,000,000 pairs represent just 
that many less pairs on the customers’ 
shelves. In other words, the shoe deal- 
ers in the United States are carrying 
$125,000,000 to $150,000,000 less in 
their shoe inventories than a year ago. 
This makes for a healthy condition in 
the shoe trade. 

“The orders we have received lately 
have been small and frequent, and this, 
by the way, is the only method of buy- 
ing that will take care of the needs of 
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the trade and at the same time reduce 
stocks and, while admitting that busi- 
ness is not what it should be at present, 
this tremendous reduction in the num- 
ber of pairs manufactured, coupled 
with the reduction in retailers’ inven- 
tory, is one of the encouraging rays of 
sunshine peeping out from behind the 
cloud of depression.” 


Miller Managers Meet 


CuHicaco.—The I. Miller Company 
held a district meeting in Chicago of 
their retail store managers of the “I. 
Miller stores” in the central west on 
Tuesday, October 7. I. E. Grossman, 
sales manager from the factory, pre- 
sided. 

The meeting was held in the whole- 
sale offices of Ed. Dannen in the Re- 
public Building. Twenty stores were 
represented. In addition, the following 
men in the organization were present. 
Arthur A. Livers, manager and buyer 
of the retail stores; H. Bearman, con- 
troller, and Louis Coblentz, Paris rep- 
resentative. 





Shoe Men Plan Business 
Improvement Drive 


Rochester, N. Y. (UTPS).—Closer co- 
operation with other ends of the trade, 
as well as with business in general, pro- 
moted through its own committee, was 
agreed upon by members of the Roches- 
ter Retail Shoe Dealers’ Association last 
week as its contribution toward restor- 
ing normal prosperity. 

President William Pidgeon, Jr., who 
presided at the meeting, was called upon 
to appoint a committee to map ways 
and means of improving the business sit- 
uation. Under the plan, the retailers 
will co-operate with jobbers, factories 
and leather men to work for a new im- 
petus in the shoe trade. 

The retailers also discussed the rub- 
ber situation, offering the opinion that 
neither price nor quantity is likely to 
be much different this year from last. 
The meeting was a dinner meeting. 














Production of 
Shoes in August 
Swung Upward 


But Month Showed Marked 
Decline from Total for 
August, ’29 


WASHINGTON, D. C.—Shoe produc- 
tion in August showed a marked in- 
crease over July amounting to 15.4 per 
cent. But that, unfortunately, is only 
half of the story. The total August pro- 
duction of 27,842,231 pairs, according 
to the monthly summary just released 
by the Census Bureau, represented a 
decrease of 23.6 per cent from the Au- 
gust production of last year, which 
amounted to 36,444,971 pairs. 

Notwithstanding this decline, the Au- 
gust production figures present some 
reason for encouragement, for they at 
least indicate a normal seasonal in- 
crease from the lower figures of pre- 
vious months and reflect a considerable 
volume of fall buying that is giving 
factories more business. Inasmuch as 
retail stocks are generally believed to 
be at a low point, consumer demand for 
the remainder of the year should pro- 
vide the momentum for further expan- 
sion of factory production. 

Men’s shoe production in August 
amounted to 6,554,830 pairs as com- 
pared with 6,254,256 pairs in July and 
9,517,211 pairs in August, 1929. 
Women’s shoe production amounted to 
11,375,873 pairs in August this year, 
as against 8,985,778 pairs in July and 
14,212,609 pairs in August, 1929. Boys’, 
misses’, children’s and infants’ shoes 
all showed increases over July but were 
under the August production of 1929. 

Total production of boots and shoes 
for the eight months period from Jan- 
uary to August, inclusive, was 210,438,- 
459 pairs, as compared with a total of 
239,181,611 in the corresponding eight 
months a year ago, the decrease 
amounting to 12 per cent. 


Takes Over Morton Stores 


PROVIDENCE, R. I. (UTPS)—Mor- 
ton’s Shoe Store of this city and also 
one of Pawtucket has been taken over 
by the Self-Service Shoe Stores with 
headquarters in New Bedford. 
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BOYS WILL BE BOYS 


In line with our policy to meet 


STORM KING 


POPULARLY PRICED 


Genuine Tan Elk, 12 inches, Black 
Elk Pocket for knife, Straps and Back 


Stay. 

Same Shoe in All Black Elk, Armor- 
tread Composition, Double Duty Outer- 
sole, Leather Slip Sole, White Storm 
Welt, Grain Leather Inner Sole. 
12-13% $2.25 1-6 $2.75 
B. Friedman Shoe Co., Inc. 


ESTABLISHED 1880 


109 Reade Street 
New York City 

















No. 7593—Black Suede Blucher Mg 
a wana piping and tab. Also in ford with tip and foxing of tweed. 
rown and brown suede, gold pip- Silver piping on vamp. Also in Kaffor 
ing. Kaffor kid and black suede, silv- kid. Also in brown suede with tweed 
er piping. Pat. lea. and black suede, tip and foxing to match, piped on 
silver piping. Moire satin, silver pip- vamp with gold. High and cuban 
ing. All high heels. heels on each. 


quarter and heel. Opera 
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HE NEW 








In 1879 Lazarus Fried started s¢|; 
ing shoes. He opened a store 
Duane St., New York City. It’s sti 
there. The store has grown, it has bee 
incorporated, and is now being ry 
by the founder’s two sons, Emil an{ 
Leo Fried. It is the policy of the store 
and the sincere belief of the brothenjl 
that a full stock of shoes, from A, 
width, of the right style and made 0 
superior material, should be availabk 
to the retailers at all times. 
















Style is perhaps the most soughi, 





The he lending Stylish Stout Specialty house in America. 
Styles to select from in all materials A to EEE. 
as 1 to 10. 


STYLISH HEALTH SHOE 






Ne. 6120—Pat............. Rajeb Trim $3.50 
No. 6121—Bik. Kid........ 3.50 
No. 6122—Kaffa Kid...... ” - 3.50 
No. 6123—Bik. Suede..... “s *. ae 
No. 6124—Breown Kid..... = 3.60 


Sizes 34.—9, width E and cee 


French cord—Kid lining—Full Breasted heels 
and leather insoles. 





King of Stylish Stouts 


161 DUANE STREET NEW YORK CITY 






45 to 8; B 4 to 8; 
c3 


Regent 
13ee Bitcl" noire’ Satin, -*3:38 

oire n 7 
1527 Black Demi-Glaze Kid 3.35 Many Other Styles Write for 









HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 


A new, modern, scientific method WE 
of Shoe Making — Eliminating 

tacks, staples, nails and stitches, I 
which assures better fit, longer 

wear, smarter appearance and 
faultless flexibility. 


Seamless Pumps, 20/8 Louis Heel No. 
1815 Patent ..ccccccceess $3.25 

1521 Black Moire Satin... 3.25 

1516 Black Demi-Glaze Kid 3.35 No. 





to 8 
Pumps, 16/8 Louis Heel 


Illustrated Catalog 


MORSE @® ROGERS 


N. Y. Branch, International Shoe Co., Ine., Duane and Hudson Sts. 








HERE IS VALUE 


GOODYEAR WELT, LEATHER SOLES, 
—~— ~ NEW SNAPPY PATTERNS 


$2.50 nee Calf trimmed with tan 
Across the d. 
Board 










lizar 

3011—Gun Metal Calf trimmed with 
black lizard. 

3014—Tan Baby Aitigater trimmed 

with tan calf. 

3015—Black Lizard trimmed with 
black calf. 

In stock in B and C widths—A good 

$4.00 retailer with a dandy mark-up. 


131-3-5 DUANE STREET “ NEW YORK 


40 







6037 
“Lady Beverly’’ : 
6036- “37—Patent | rgd at . eee “a 
and Hig eels wit! ah and 
Silver Patent Wave. ' 
-39-40—Same in ian. Baby & Cuban, Baby & High Heel: 
high Heels. Brown in Baby Heel. 6052-3—Same, Baby & High Heel. 
werent Overlay, Baby and High, Heel o0s4—sa me. Round ‘oe 
erlay, Baby an jame un 
LION SHOE COMPANY, Inc. 








BIG NEWS 


Our stylists bring to 
=a you ‘modes of rare 
5 eharm at prices be- 
yond comparison. 














: “Shawnee” 
6049-50-51—Kaffor Blucher_ xford, 













8 Duane St., N. Y. ¢: 
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MORK MARKET 


“COMPO” REGENT OPERA PUMPS 















































IN STOCK READY TO SHIP 

ted s¢ wy i Blame meet Lae as 2 
Cd self ter quality in a shoe for women. 112026 ack Satin louis 3-25 
fore wine ee ae 
7 put the seller must not forget that EBM whe Site tat 3.35 
It’s stilfl --¢ is also important and that th fee 6 te 
price 1S a sO impor an an a e R-12956 White Satin Louls 3.50 


4 


ALL ON THE MODIFIED TOB LAS 


Louis Heels—AA to C 
Baby Heels—A to C 


Write or wire orders 


as bee 
Ng ruy 
nil an 



















hoe must fit. It is only when a com- 
sete stock is kept that these needs can 


ke met. Lazarus Fried & Sons, Inc., Lazarus Fried & Sons, Inc. 
120 DUANE STREET NEW YORK 


ave always met these demands and 
A 


ways will. Proof of the efficacy of ‘edi, Siig: Conner: Alia 
eir policy was had during the recent at $2.65 


business depression. From April to 
October, 1930, with the exception of 
me month, sales were equal to or 
preater than those of 1929 for the same 
period. 





€ store 
rothers 
mm. A: 
lade 0 
railablg 





Patent Leather 

Black Calf 

Black Satin 

Black Moire Satin 
Brown Kid 

High and Baby Heels 
sought 3 to 8, B & C Widths 

















J. WEISS SHOE CO. 


157 Duane Street New York City 




































IDED We Chall C i i 
; e enge Comparison with Any 
SHOES —NEW VALUES— Other Shoes in the Country 
«natal I WELTS—KID LINED— ga, A Ene Feiaee 
3061—Black Suede 4 eyelet Ox- 
stitches, FRENCH CORDED ford, Rajah and ‘Silk ‘Kia trim. 
t, longer ming, silver pipings on Tip. 
nce and $ 3062—Same in Baby heel. 
3071—Same in Brown Suede, 
gold piping. 
ouis Heel No. paaD~Teman's Black Suede, 3072—Same in Baby heel. 
ie pg a ie S081— Same in Kaffa Kid, silver 
os pe B to D. Ke 3082—Same in 15/8 Baby heel. 
. No. 6523—Same in Brown Suede, f z 3091—Same in Brown Kid, gold 
‘rite for Brown Calf trim. piping. 
Og Samples pms Prepaid 3092—Same in Baby heel. § 
aia i POWELL & CAMPBELL | LEVEY BROTHERS " SHOE COMPANY 
DUANE STREET 145 DUANE ST., NEW YORK CITY 
SAKS Presents New Silver Kid Piped Look O Our Li f 
Onestrap in High Grade Turns ans ver ur Lame © 
1835—Blk. Suede One Strap, Blk. M 9 S 
Kid stripping, silver piped 
ernie sj Lard A ens pats 
wan Oi eae $4 
ay beni bel” tk re Bey r. Reduced Price for Early Delivery 
a . One ‘Ste, Pat From 
‘Apo genuine Rajah Lazard 
ba Kia +. Sissi Cents a Pair 
aa HH. ping, gold piped 
= Bliave, 19/8 Baby Sp. heel. U 
I Samples sent on request 
; BLOG SHOE COMPANY, Inc. 
Y. C 147 DUANE STREET 
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WHERE TO BUY 
Men’s Shoes 


SHO! 


| PAGHEST (RADE Onty” 





Tomfiioe 


87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 

WRITE TODAY FOR CATALOGUE 
oP LUT) 


q T ORT-ARKC - E 5HO 











iyi » ¥;), 
LE aah f 
BION F-REYNOLDS CO™- BROCKTON MASS 





ror MEN 
M. A. PACKARD CO., Makers 
BROCKTON seme 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


MB. W. COOK, Presidens 
N. Y¥., U. 8. A. 


MBR’S FINE {HOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 























Elected to Presidency of 


Brockton Firm 











Ernest E. Doane 


BrocKToN, Mass.—Ernest E. Doane, 
who has been sales manager and vice- 
president of the C. A. Eaton Company 
for several years, has resigned to ac- 
cept the presidency of the Churchill & 
Alden Company. 

In his new position Mr. Doane will 
have complete charge of all activities 
relating to sales. For this work Mr. 
Doane is well prepared. His entire 
business experience has been in the sell- 
ing field and associated with the prob- 
lems of distribution. He spent ten 
years as sales promotion and advertis- 
ing manager with O. J. Childs Com- 
pany, later merged with the American- 
LaFrance-Fomite Company of New 
York, and four years in a similar ca- 
pacity with the Pyrene Manufacturing 
Company, who maintain factories in 
the United States, Canada, England, 
France and India. For the past seven 
years he has been actively connected 
with shoe distribution, and has thus 
acquired a broad knowledge and con- 
crete business and selling experience 
with which to meet his new responsi- 
bilities. 

In coming to the Churchill & Alden 
Company, known throughout the coun- 
try as the Ralston Shoemakers, Mr. 
Doane will have the benefit of many 
years of advertising and publicity ex- 
perience. 

Frank S. Farnum will become chair- 
man of the board and will continue as 
treasurer of the Churchill & Alden 
Company, which for more than half a 
century has been successfully engaged 
in the manufacture of men’s high grade 
shoes. The other directors will remain 
as at present: William H. Emerson, 
vice-president; Joseph E. Coulter, sec- 
retary; Arthur E. Ryder, director. 
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| Making Progress Planned by 
Thomas G. Plant Corporation 


BostoN—In connection with the clos- 
ing of the cutting room of the Jamaica 
Plain plant of the Thomas G. Plant 
Corp., which is to be followed by clos- 
ing of each room throughout the fac- 
tory as all shoes are completed and 
shipped, an official of the company 
States: 

“The facts are that the Jamaica 
Plain factory will be closed tempo- 
rarily as soon as the shoes now in 
process are completed for the purpose 
of revamping the manufacturing end 
of our business and putting it up to 
date in every way. 

Our Jamaica Plain plant was built 
and equipped 35 years ago and while 
it was the last word at that time and 
has been improved at different periods 
since, we have decided that it is now 
imperative to reconstruct the plant, 
placing it on the most modern and up- 
to-date basis in order that we may 
manufacture shoes in the most eco- 
nomical way and thus giving the great- 
est value and best service possible to 
our thousands of customers. 

All our other factories are busy and 
we have recently increased our capacity 
very materially at these plants. 

Orders received to be shipped from 
our In-Stock Department both in Bos- 
ton and Atlanta are satisfactory con- 
sidering general conditions.” 


Shoe Factory for Quincy 


Quincy, Mass.—The shoe manufac- 
turing trade, which for many years has 
extended south of Quincy in the Wey- 
mouths, Braintrees and Brockton, has 
come at last to increase the diversified 
business interests of Quincy. 

The Newbury Shoe Corporation, 1601 
Hancock Street, is run by Romualdo 
Fermani and Dominick Rosatone of 
Quincy, who bought the concern which 
was established and conducted since 
1908 in Boston. 

At present about 65 Quincy persons 
are being employed in the manufac- 
ture of a fine line of women’s MacKay 
novelty shoes. Business is running 
full, and soon the owners expect to 
have increased their force to 100. 


Paul Weil to Manage 
New York Office 


New YorK—Paul Weil, son of Leon 
Weil of Paris, manufacturers of shoe 
ornaments, has recently arrived in this 
country to take charge of the New 
York office of Leon Weil, Inc., located 
in New York at the Marbridge Build- 
ing. According to Mr. Weil, indica- 
tions point to an unusually large orna- 
ment season, particularly due to the 
block fabric and suede fashions and 
to the simple types of prevailing shoe 
patterns. 


New Dunn & McCarthy 
Factory 


Avusurn, N. Y.—Dunn & McCarthy, 
Ine., manufacturers of Enna Jettic\ 
Shoes, are rushing to completion a new 
factory in Auburn, which will increase 





present floor area 71 per cent. 
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NO FLAW SHALL PASS 


No imperfection, however slight, escapes the 


scanning eyes and sensitive fingertips of the 
inspector. Thus, the traditional standard of ex- 


cellence is assured in every Gallun tanned skin. 


_ eos cee pe er amen mm, 


Actual photograph of operation in our tannery...... 


GALLUN LEATHERS 


A. F. GALLUN & SONS CORPORATION, MILWAUKEE, WIS. 


ALWAYS STANDARDS OF EXCELLENCE 
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WHERE TO BUY 


Men’s Shoes 








“A MAN’S DECISION” 


THE 


Reston—183 Eesex Street 
N. Y¥.—915-917 Marbridge Bidg. 


W 


Old 
Colony 


SHOE 


Shoe Co. 
Brockton, 
Mass. 








comer 


7 AP eee 


WHERE TO BUY 


Women’s Shoes 


hl eel ne eal 








Shoe Team Takes Pennant 











Complete color 


33 West 27th St. 


Ultra-Smart Sandals 


combinations 

Unusual ~ 
Profits 

Write direct 


BIARRITZ SANDALS, INC. 
New York 





? 


2 4 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
iN Baffalo, STOCK 


N. Y. 








1 AT Oe 


WHERE TO BUY 


Shoe Forms 


Jatry Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


' , FAIRYLITE 
Shee Form Co., Inc., Auburn, N. Y. 
Sa RR ot IR 


WHERE TO BUY 


Store Fixtures 


AL ANE 4 Py rE 


NI Ww GOODWIN CATALOG 


SHOR STC | 
ORI LATIONS 





Top row, left to right: George Walton, 2b.; E. Broze, 1b.; Taylor Walsh, o.f.; Al 


Heilman, r.f.; Frank Emch, 3b. Bottom row: C. D. Bozeman, c.; 
c.; Earl Misamore, p.; W. R. Nelson, mgr.; J. 


A. B. Miller, p. and 


Broz, in and o.f. Missing: Jas. 


Benedict, in and o.f.; N. Coughill, c.f.; Norman Fisher, c.f.; Lee Haight, ss. and capt. 


CLEVELAND—Stone’s Arch Preserv- 
ers, a strictly amateur baseball team, 
whose photograph aanene above have 
just finished in first place in the Cleve- 
land Twilight Baseball League. 

Cleveland has for many years been 
considered the best town in the coun- 
try for amateur baseball. Men in all 
lines of business like to play baseball 
for recreation. In Stone’s big organ- 
ization were a number of such men. 
After playing games here and there in 
a sort of hit and miss fashion for some 
years, Mr. Nelson of the men’s depart- 
ment conceived the idea of organizing 
a league to play Monday evenings after 
business hours during May, June, 
July, and August. This was done three 
years ago. 

At first it was purely recreational, 
but as such things go, it has developed 
in three years into a very fast organ- 
ization playing a grade of baseball that 
would do credit to a minor league. 

Mrs. Fontius, president of the com- 
pany, has furnished uniforms and all 
equipment, paid cost of umpires and 
scorers, and borne the entire expense. 
The games have been well attended by 


the employees as well as by all travel- 
ing shoe salesmen around the city. A 
number of out-of-town men have mae 
it a point to be there at the games. 
Other shoe stores have also taken quite 
an interest in the league, which was 
composed of six. teams, namely, Stone 
Shoe Co., Guardian Trust Co., Federal 
Reserve Bank, Cleveland Railway, 
Dairymen’s Milk Co., and the largest 
Odd Fellows Lodge in the city. 

It can readily be seen that in this 
kind of an organization, considerable 
benefit other than sport and recreation 
may be derived. Continuous contact 
with all other amateur teams play- 
ing baseball, also with hundreds of 
teams playing soft ball, basket ball, and 
all sports coming under the direction 
of the Cleveland Recreation Commis- 
sioner, all help in direct advertising. 

Stone’s is becoming better know 
each year to the young men of Cleve- 
land who wear and buy the most and 
best shoes. They like to come in be- 
cause besides getting the best service, 
they feel a common interest, as every 
man in the men’s department is thor- 





oughly posted on all sports. 








Miss Eva L. Anderson Dead 


Member of Office Staff of New 
England Shoe and Leather 


Association 


Boston, Mass.—Miss Eva L. Ander- 
son, for the past seventeen years an 
efficient and valued member of the New 
England Shoe and Leather Associa- 
tion’s stenographic staff, and sister of 
its Secretary, Thomas F. Anderson, 
died on Oct. 8, after an illness of only 
a few hours. 

Miss Anderson was personally known 
and highly esteemed by a large number 
of the members and directors of the 
Association, and also had a wide circle 
of friends outside of the industry. 

The funeral was held Oct. 10 in 
Boston, the services being attended by 
a large gathering, including members 
of the shoe and leather trade. The 
many floral tributes included one from 
the New England Shoe and Leather 
Association. 
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U. S. Rubber Acquires Control 


of Samson Corp. 


New YorK—F. B. Davis, Jr., presi- 
dent of the United States Rubber Com- 
pany, announced that at its October 
meeting the Board of Directors of that 
company authorized the acquisition of 
a controlling interest in the Samson 
Tire & Rubber Corporation, of Los 
Angeles, through a new corporation 
presently to be formed. 

This step is to be taken pursuant to 
a plan which has for its aim the merg- 
ing of the interests of the United 
States Rubber Company and the Sam- 
con company in the tire business on 
the Pacific Coast. 


Correction 


In a recent issue of BooT AND SHOE 
RECORDER it was stated that the name 
of Pickett’s Shoes, Inc., had _ been 
changed to Picketts, Inc. We are in- 
formed that this was an error and that 
no change has been made in this com- 


pany. 
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Sell Shoes 
ae this 

gee Modern 
wm Way 


A window at Frank & Seder, Pittsburgh, showing shoes 


fitted with Fairy AnkleHi Forms. 


HOES develop a new and captivating smartness when 
displayed with these Fairy AnkleHi Forms. The 
flesh-colored form makes a perfect background for the 
strap and cut-out portions, greatly enhancing the in- 


dividuality of the shoe. 


The adjustable 
cross-bar com- 
pbensates for 
the differences 
in shoe widths. 


Special heel 
makes it easy 
to insert and 
remove the 
Fairy Form. 


Hundreds of representative stores in 
the leading shopping centers are enthu- 
siastic users of these sales-inviting Fairy 
Forms. Why not order a dozen or two 
and give them a trial in your windows. 
Fairy Forms are strong—easily washed— 
and will last for years. Made to fit a 4B 
shoe. Price $2.25 a pair. 


If your jobber cannot supply you, 
write 


SHOE FORM CoO., Inc., Auburn, N. Y. 


Licensed Manufacturing Branches 
UNITED LAST CO., LTD., Montreal, Que. 


Northampton Paris 
England France 


Frankfort Melbourne 
Germany Australia 





Esc: Gg 9.9.30 
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ORIGINAL 
MARVELOUS DYES 


produce brilliant and lasting 
colors, and are neutralized for 
the dyeing of all fabric shoes, 
from satin to velvet. 


Original Marvelous Dye is an ab- 
solutely harmless cold solution, 
obtainable in sixty different 
colors. These may be blended 
with one another to secure any 
desired shade. Skillful brush 
work is unnecessary, the dye is 
self spreading. 


Before putting a new material on 
the market, the largest fabric 
manufacturers in the country 
send us samples for a dye analysis. 
Our recommendations are sub- 
mitted to the trade as dyeing in- 
structions for the material. 


Write for a sample bottle and 
a color chart. 


THE ORIGINAL 


MARVELOUS DYE CO., Inc. 


273 Sackett Street, Brooklyn, N. Y. 





WHERE TO BUY 
Men’s & Women’s 
Slippers 
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An Absolute Fact 
HORCO SLIPPERS are made better— 
and sell better-—than any other slippers 
on the market in the popular price 
class. Catalog on Request 
VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 











Shoe Folks Told About Leather 








Executives and Salespeople of Cincinnati Shoe and Department Stores at Dinner 
Meeting Where Leather Was the Principal Discussion Topic 











MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
Full leather by 


W. S. CHASE & SONS 
Bend for Catalogue. Haverhill, Mass. 








Besten Office: Room 501, Statler Bldg. 





Turns mle Qin 


hd aaa on IN STOCK 


2” anes 


Ne. 434—Tan 
Kid Everett. 
$2.65 








Oe B. EVANS SON CO., Wakefield, Mass. n 


Women’s D’Orsay 
Slippers 





IN-STOCK 


and Prices 


BALTIMORE, MD. 
Marbridge Bidg. 


SWAN SHOE CO., INC. 
Manufacturers 
New York Offco—Room 551, 








Cincinnati Holds 
Leather Meeting 


Excellence of Domestic Product 
Stressed by Industry’s 
Representatives 


CINCINNATI—The quality and advan- 
tages of American leathers were 
stressed at a dinner and educational 
meeting of more than 175 executives 
and salespeople from leading shoe and 
department stores of Cincinnati, under 
the joint auspices of American Leather 
Producers, Inc., and Tanners’ Council 
of America. The meeting was spon- 
sored by the Cincinnati Retail Mer- 
chants’ Association and was held in 
the Chamber of Commerce Building. 
Harry C. MacLaughlin of Potter Shoe 
o- any presided. 

Delegations from Potter’: Se Florsheim 
Shoe Store, H. e, Smith- 
Kasson, Mabley-Carew, Shi lito’s, Roll- 
man’s, Alms & Doepke, Sears Roebuck 
& Company, The Big Store, McAlpin’s, 
Hanke’s and The Fair Store were 
among those who attended. 

Great interest was manifested in the 
official motion picture of the industry, 
“The Story of Leather,” which shows 
the principal processes in the produc- 
tion of various types of leather and 
in a talk on leather fashions by Miss 
Rhea Nichols. Representatives of each 
major tanning group gave brief talks 
on the leathers in which they special- 
ize. 

Speakers included George H. Meal- 
ley, calf and fancy; Miss Nichols, kid; 
Arthur Utrecht, sole, luggage and 
upholstery, and William Griess, patent 
and side upper. Dan Hickey, director 
of American Leather Producers, Inc., 
read a paper on reptile leathers pre- 
pared by Louis J. Robertson. 

Copies of “American Leathers,” the 
complete shoe leather manual, “The 
Dictionary of Leather Terminology,” 
“The Romance of Leather and Its Im- 
portance to Mankind,” and other pub- 
lications of the leather trade were dis- 
tributed 
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New Dalsimer Store Opens 


PHILADELPHIA—The new shoe store 
of Leon Dalsimer, 1211-1215 Chestnut 
Street, was opened Monday, Oct. 6. 
It is one of the most beautiful footwear 
establishments in the city and marks 
the culmination of a business that has 
been successfully conducted for more 
than half a century. The store was 
the former Mawson & DeMany 
women’s apparel and fur store, which 
has been adapted to the needs of a 
modern retail footwear establishment. 

Mr. Dalsimer was born in New Or- 
leans 88 years ago. There he spent his 
boyhood and youth, afterward going to 
Baltimore, where he engaged in the 
manufacture of shoes by hand. When 
machinery took the place of hand labor 
in shoe manufacturing, Mr. Dalsimer 
opened a factory in Camden, N. J., and 
soon afterward established his retail 
business in Philadelphia as a dis- 
tributing outlet. He specializes in high 
grade shoes for men, women and chil- 
dren and throughout his business 
career has been a consistent advertiser. 
Most of the members of his sales or- 
ganization have been with him for 
many years. 

A feature of the new store is a mil- 
linery shop in the rear which is op- 
erated as a concession. Mr. Dalsimer 
said that the policy of the house will 
be in no sense changed and that the 
lines and prices which have been fea- 
tured will be continued. The Marke? 
Street store will be temporarily con- 
tinued. 


New Store in Brooklyn 


BROOKLYN, N: Y.—A new store i 
being opened at 1117 Avenue U, Brook- 
lyn, to known as Hermann’s Foot 
wear. The owners of the store will b: 
Charles Golds a and Herman Latt. 
Women’s novelties, calisthenic shoes fo: 
children and Friendly Five shoes fo: 
men will be featured. 
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¥ Let Converse “NEBRASKA” 
help bring you 


20-year customers” 

























nut 
6. 
ear 
rks 
has 
ore 
vas 
ny He wanted an all-rubber arctic that 
ich would stand up under the rough work 
: of the farm—and be comfortable. He 
a was sold Nebraska, 
nt. 
yr- : 
lis 
to HEN Nebraska or That was in 1915. Today he stilt 
he buys Nebraska in the same store (now 


grown considerably) and his family 
buy their footwear there, too. 






some other mem- 
ber of the famous Con- 
verse Big “C”’ Line of rubber footwear has won a per- 
manent customer for your store, it doesn’t stop there. 






*A recent survey shows that 11.89% of 
the persons interviewed have bought the 
i , same brand of footwear for twenty years 
Not only will you sell him rubber footwear through the ov lengers that: 41.11% weve-the seme 
years to come, but yours will be the store to which he brand an average of 9 years; that 47% 
and his family come for every shoe they wear. For, have no particular brand preference. 
Your greatest profits come from custom- 
ers whom you can win over to branded 









when a customer goes out with a pair of “Nebraska” 







all rubber arctics, you can be sure that the comfort and 

footwear. Use Nebraska and other famous 
safety he will enjoy day after day through many a hard BIG “C” LINE products to win these long- 
winter will leave him sold not only on Big “C”’ footwear time profitable customers. 






but on your store, too. So don’t waste time. Send for B I G ee C. 99 L I N E 


the Converse Catalogue today. 


CONVERSE <Xubber Company 


Dept. BS-27 Malden, Mass. 


Branches: Chicago, 3932 So. Lincoln St. New York, 101 Duane St. 
Minneapolis, 646 Stinson Blvd. 
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WHERE TO BUY 


Bowling Shoes 


BOWLING SHOES 


“Coast IN-STOCK 
alentie Smoked Eik 
Moher” 


$3.20 


BROOKS 
SHOE MFG. Co. 


Swanson and Ritner Sts. Philadelphia, Pa. 
Les Angeles, 1162 Se. Hill Street 


WHERE TO BUY 


Dancing Shoes and Taps 





Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. Ar 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
$177 Casper Avenue, Eagle Rock 
Los Angeles, California 











TAP SHOES 
Bleck Beha $1.75 


No 

Patent 

Leather 
$2.35 





IN STOCK 
ALL SIZES 











BROOKS SHOE MBG. CO. 


Swanson and Ritner, Phila, Pa. 











eelN STOC Kecee 


TAP D 
Tuan ‘CONSTRUCTION 





Black and Colors Sell in Chicago 


Drop in Temperature Speeds Up Selling and Customers Show 
Interest in Green, Blue and Burgundy 


CuHicaco (UTPS)—Shoe sales in 

Chicago showed an improved tone with 
the advance of cooler weather and an 
almost unparalleled combination of at- 
tractively priced sales. Both wholesale 
and retail footwear merchants were 
aided by the sudden drop in tempera- 
ture. 
Thus far, there is no clear indica- 
tion whether the advances in trade 
volumes have any significance beyond 
the usual stimulus provided by the 
advent of the autumn season. It is 
evident, however, that they have re- 
sulted in a more cheerful business 
sentiment, which is in itself no small 
influence in the right direction. 

In shoes as well as several other 
lines, evidences have appeared that 
prices are considered at or near the 
bottom and that buyers are no longer 
deferring their commitments in the 
expectation of lower quotations. 

In the meantime, Chicago merchants 
are rapidly pushing to the front with 
advanced styles. 

Peacock heralds the “Call to Colours! 
—Shoes of lyric contour . . . revealed 
in autumn’s most romantic colours.” 
Mr. Smithers, their buyer, says: “We 
are doing a good business in suedes. It 
is a ‘black’ year and we are taking full 
advantage of the fact.” 

The Stetson shops find that simple 
black suede models are exceedingly 
popular. One of their heavy sellers is 
a black suede three eyelet oxford, very 
simple, with just a trifle of silver kid 
showing underneath and around the 
lace stay to accentuate the lines. Com- 
menting on business at present, man- 
ager F. W. Hough says: “Our main 
object now is to keep our customers 
satisfied after we get them into the 
store.” Mr. Hough concludes, “While 
black suede is still good, now is the 
time to get rid of them before bad 
weather starts.” 

A. G. Isaacs, head buyer for Walk- 
Over, apparently feels the same way, 
for he says, “Now is the time to sell 
all suedes and I feel it is too late to 
order more.” According to Mr. Isaacs, 
ties are their best sellers, while coffee 
brown and dark brown lizard are two 
colors that sell very well. 

The Palmer Boot Shop exhibits some 
new models in suede of various shades. 





Your Monthly Mailing 


Have you found that letters to your 
customer list do not seem to produce 
satisfactory returns? Why not use some- 
thing different the next time? Many 
stores, in various lines have found that 
a good blotter, printed with an advertis- 
ing message, and mailed out to their 
list regularly once a month is excellent 
advertising. You can print a special of- 
fer for the month on each blotter, or ad- 
vertise new styles—in fact you can say 
anything on a blotter you would in a 
letter. The letter will be read and 
thrown away, but the blotter is almost 
certain to be kept and used. 











All of these shoes have a small ap- 
pliqué of reptile on the toe, and the 
heels are also covered with a single 
piece of reptile, which extends diag- 
onally upward over the quarter in a 
“Vv” shape with scalloped edges. The 
shoes certainly have a novel appear- 
ance. 

Colors are good is the opinion of R. 
Mann, head buyer for the Cutler 
Stores. He comments, “While green 
is most talked about, blue is just as 
good. Last Saturday, we sold the same 
number of blues as we did greens, and 
we did a good volume in both.” ___ 

Manager Silverman of the I. Miller 
store in Chicago, also states that colors 
are good. “Burgundy is a popular 
shade,” says Mr. Silverman, “and in 
proportion, it is as od as black.” 
Speaking of the low heel trend, Mr. 
Silverman reveals that he overcomes 
customers’ objections to them, by 
simply telling the prospective pur- 
chaser: “You know it’s very stylish 
today to be comfortable, and low heels 
are very comfortable.” A neat argu- 
ment, that takes the wind out of many 
a stylish lady’s sails. 

The trade here feels that the return 
of the next wave of prosperity is as 
inevitable and certain as was the 
termination of the last wave. Slowly 
but surely, the forces that will bring 
about revival are at work. 


September Shipments Heavier 
in Milwaukee 


MILWAUKEE, Wis. (UTPS) —The 
month of September in some respects 
was better than previous months for 
shoe factories here, shipments being 
heavier than in August. For the 
fourth straight month Ohio was in the 
lead in the country’s business. Whereas 





that State was closely followed by New 
York, Illinois and Pennsylvania _ in 
June, July and August, they have been 
displaced by the Southwestern States 
of Arizona and New Mexico for the 
time being. Shipments and orders to 
this section were large. Minnesota 
also was making a good showing as 
was Wisconsin and parts of Iowa and 
Nebraska. The far East was listed as 
being very slow, and the South was 
also behind previous months, 

Manufacturers report a _ gradual 
picking up of mail orders, while sales- 
men state that their trade has not yet 
arrived at the point where full stocks 
are kept on hand. The West Coast is 
a bit tardy in buying, but October is 
expected to show a decided increase in 
business in that territory. ; 

Collections are reported as only fair, 
with some demand for extensions of 
credit. Manufacturers state that they 
are working hand in hand with dealers 
who are a bit pressed for ready funds, 
and the next few months should show 
a loosening up of finances. 

In women’s shoes, brown and black 
kid still are in favor, with one buckl 
models a good seller. Patent leathers 
are passé at the moment and lower 





heels seem to be wanted. 
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BOUDOIR ™ tia: Paver 
SLIPPERS 


Beautiful Mules, Paris-imported and domestic, in 
colorful brocades and lovely pastel suedes, gay in 
their ostrich feather trimmings . . . kid and satin 
D’Orsays in a wide range of colors . . . quilted 
satin slippers in soft shades . . . are here on dis- 
play. Orders received now will have prompt at- 
tention and immediate delivery. 


Take advantage of the wide price range on these 
quality slippers. No matter what your customers’ 
requirements may be, you will find here models to 
suit every purse. 


Inspect this beautiful display—you will find it 
most attractive. 


GOLO SLIPPER COMPANY 
129 Duane Street New York City 


Popular Priced 








CRESCENT LEADS AGAIN! 
Reduced Prices 


on 100% Compo Operas 


We announce to the trade Reduced Prices on 100% Compo Operas enabling retailers of $5 Shoes to 
earn a big profit on Crescent Compos. This step is made possible by increased production and lowered 


costs. Write or wire your order today. 


4406— Patent, 21/8 Spike 
4407—Same in 15/8 Baby Spike 


4406 —Black Moire, re a 
oe ffor kid, 


4411—Black suede, 21/8 Spike 
Pt a in 15 5/8 Baby Spike 
4413—White Wave Moire, 21/8 Spike 


4414—-Black Satin, 21/8 Spike 

415—Black Satin, 15/8 Spike 
Built On Our New Exclusive Modified Toe Last. 
High Heels, AA to C. Baby Heels, A to C. All 
In Stock—At Once Delivery. 


CRESCENT SHOE CO., | 131-133-135 Duane St. New York City 
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WHERE TO BUY 
Ballet Slippers 


et ar i li ie ee ei eli edi ei il 





IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladies—Misses—Childs, Soft and Hard Toe. 
PATENT AND KID 
TAP DANCING SHOES 
SOFT SOLE RHYTHM DANCING 
SANDALS 


all colors 
BLACK KID BOUDOIRS 
At once for catalog. 
W. M. KILLORAN, Box 1, Lynnfield, Mass. 


Saath ° 


Rights and Lefts 
Two Grades 

Wem. Miss. Chi. 

$1.50 $1.45 $1.48 
136 1.88 Lf 
In Stock 








Chicago, Ill. 


REPUTATION 


—that’s what counts in 
making profitable sales 
i of theatrical footwear. 
ij) We make a complete line 
of dancing shoes whose 
merit is known to dan- 
cers everywhere. 











Write us! 


y CHICAGO 
THEATRICAL SHOE CO. 
209 S. State Street | 


The Hoffert 
Toe Stipper 


Chicago, Ill. 
Coast Orders filled from: 
6715 Hollywood Bivd., Hollywood, Cal. 





BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft T 
Child’s 6 to 
Misses 11 
Women’s 2 


Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 














BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom, Miss. Childs 
600—(Top Grade)..$1.45 $1.40 $1.35 
4609— -- 1.30 1.25 1.20 
Coast Prices Slightly Higher 
Brooks Shoe Mfg. Co. 
Philadelphia— 
Swanson and Ritner Sts. 
Los Angeles—1162 So. Hill St. 


IN 
STOCK 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 














Vital Needs in Present- 
Day Merchandising 


Portsmouth, Ohio.—Shoe merchants 
from nine counties in southern Ohio 
were very much in evidence at the ninth 
‘of the series of district meetings held 
here last week, sponsored by the Ohio 
Valley Retail Shoe Dealers’ Association, 
the Ohio Retail Dry Goods Association, 
the Ohio Retail Clothiers’ and Furnishers’ 
Association and the Ohio Retail Jewelry 
Association. 

W. W. Anderson of the Anderson 
Bros. Co., presided at the meeting. 
Frank Stockdale, head of the store man- 
agement division of the three first 
named associations, led the discussion, 
and present-day merchandising problems 
were discussed. “What Is Ahead in 
Retailing,” was the topic. Mr. Stock- 
dale told how the customer has changed 
to be a shopper and that it behooves all 
retailers to be on their toes in buying 
merchandise desired by a public more 
controlled by style than ever before. 
Control of stock, contro) of selling and 
proper buying are the essentials for good 
merchandising under present conditions, 
he said. 














Edward Pfleger Dies 


_ New York—Edward Pfleger of Cin- 

cinnati, president of the Griess-Pfleger 
Tanning Company and a partner in 
Griess, Pfleger & Company, died sud- 
denly Tuesday morning in New York, 
where he had come to attend the spring 
leather opening held Tuesday and 
Wednesday under the auspices of the 
Tanners Council of America at Hotel 
Astor. Mr. Pfleger seemed in good 
health when he came to New York 
and death came as the result of a sud- 
den heart attack. 

Born 58 years ago, Mr. Pfleger was 
a son of Julius Pfleger, one of the 
founders of the business. He devoted 
his entire business career to the Griess- 
Pfleger companies and was recognized 
as one of the outstanding leaders in the 
American leather industry. He leaves 
his wife and two daughters, both of 
whom are married. 

Mr. Pfleger was a trustee of Dea- 
coness Hospital, a 32nd degree Mason 
and a member of the Scottish Rite. 
He also belonged to the Cincinnati 
Club, Hyde Park Country Club and 
Kenwood Country Club. 


Demand for Suedes Growing 
RocHEstTer, N. Y. (UTPS)—Suedes 


went up in factory demand last week, 
and reptiles held their own, according 
to reports of salesmen back from the 
first fall tours in the hope of boosting 
business, 

Trade itself has shown a noticeable 
pickup, they reported. The advance 
was noticeable in Western New York 
and down the valley to Binghamton. 
Factories still were running on small 
orders, but a note of optimism was 
found that was not there before. 

Black kid still was reported scarce. 
Brown and dark kids were reported to 
be doing well. 


50 


Kansas City Retailers 
Install Officers 


Kansas City, Mo. (UTPS) — Sev- 
enty-eight shoe dealers attended the 
first banquet of the fall season of the 
Kansas City Shoe Retailers Associa- 
tion, at the new Pickwick Hotel. 
The new officers of the association 
were also installed at the meeting, be- 
ing introduced by L. E. Cox, retiring 
president. They are: F. S. “Spike” 
Arnold, Bostonian Shoe Store, presi- 
dent; A. Glucksman, I. Miller Shoes, 
vice-president; H. C. Vollrath, John 
Taylor Dry Goods Company, secretary 
and treasurer. 

One of the features of the meeting 
was the showing ofa three-reel film, 
“The Making of ather.” The pic- 
ture, which was shown by the courtesy 
of the American Leather Producers, 
New York City, was accompanied by an 
explanatory talk given by Mr. Arnold. 

Five staff artists of radio station 
KMBC, a local station, gave a musical 
program. 

Out-of-town shoe men who attended 
the banquet were Kim Barton, Central 
Shoe Co., St. Louis; Charles Fitch, 
N. M., Arnold Shoe Co., North Abing- 
ton, Mass., and Roscoe Sells, secretary 
and treasurer of the Central Associa- 
tion of Shoe Travelers. 

It was decided that the association 
will hold similar banquets the third 
Thursday of each month throughout 
the winter, according to Mr. Arnold. 


Made Merchandise Manager 


Burraw, N. Y. (UTPS)—Ray F. 
Hunting has been appointed divisional 
merchandise manager of the Wm. Hen- 
gerer Co., with supervision over the 
women’s footwear department, it was 
announced by Prentis Burtis, president 
of the store operated as a unit of the 
Associated Dry Goods Corp., of New 
York. 

Mr. Hunting succeeds John S. Buck- 
nam, who has resigned as vice-presi- 
dent and general merchandise manager 
of the company, a position he has oc- 
cupied for the last five months. Mr. 
Hunting for the past six years was a 
divisional merchandiser for Hutzler 
Bros., of Baltimore and prior to that 
time was for nine years associated 
with Wm. Filene Sons Co., of Boston. 


Miss Christie Holters Dies of 
Infantile Paralysis 


CINCINNATI— Social circles here 
were shocked by the death last week 
of Miss Christie Holters, daughter of 
John Holters, president of the 
United States Shoe Company. 

Miss Holters was stricken with in- 
fantile paralysis and city pulmotors 
were used in a vain attempt to save 
her life. She returned in September 
from a summer vacation at a girls’ 
camp and had re-entered Hillsdale 
School, where she was preparing for 
her entrance two years hence in a 
fashionable finishing school in the 
East. Miss Holters was prominent as 
a youthful athlete, being well qualified 
in tennis, swimming and skating. 





Boor aND SHOP RECORDER 
combining THE SHom RETAILER, Oct. 18, 1930 





Bro-mi-dro-sis 


« ILL-SMELLING PERSPIRING FEET » 


QUICKLY ELIMINATED 


ROMIDROSIS is a functional disease of the sweat 
glands, due to bacterial growths. There usually is a 
normal secretion of perspiration, but it is of a most un- 
healthy quality. The feet have a strong offensive odor and 
to persons of refinement it is particularly repugnant. It is 
distressing, annoying, embarrassing and humiliating. 


Owing to the ever-present odor, many people hesitate to 
buy shoes and dread to remove their shoes in the presence 
of others. They can bathe their feet as often as they like, 
and use disinfectants or antiseptics, yet Bromidrosis is 
always with them. 


De Scholls 


Bromidrosis Powder 


will positively relieve and correct the most stubborn cases 
of Bromidrosis. Before it was offered to the shoe trade it 
was thoroughly tested in hundreds of private and clinic 
cases. The result was a complete success. It promptly 
eliminates the troublesome bacteria from the pores and 
leaves the feet in a wholesome, healthy condition, with no 
odor whatever, and its effects are lasting. 


Every one of your customers suffering from this foot 
trouble will deem it a favor if you show them how to get 
rid of it. There is no surer or safer way than through the 
use of Dr. Scholl’s Bromidrosis Powder. Suggest it to them 
and see how easily it sells and how greatly your sales of this 
item increase. 

Dr. Scholl’s Bromidrosis Powder comes 


one dozen cans in an attractive counter 


display. Dozen cans $4.00. Retail 50c. 


THE SCHOLL MFG. CO., Inc. 


Largest Makers of Foot Appliances and Remedies in the World 


213 W. Schiller St., Chicago 


62 West 14th Street, New York 112 Adelaide Street, East, Toronto 
190 St. John Street, London, E. C. 1 
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Excellent in eliminating all body 
odors, and can be used as freely 
and as often as desired without 


the slightest injury to the perspira- 
tion process. 


Perspiration Rots Shoes 


Bromidrosis is an ex ~“ive foot 
ailment. It causes the upper leather 
to crack and break and also burns 
and rots the lining of the shoe. Dr. 
Scholl’s Bromidrosis Powder will ab- 
solutely stop such a condition and 
prevent costly adjustments. 


;==-MAIL THIS COUPON TODAY!--- 


The Scholl Mfg. Co., Inc. 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 
112 Adelaide St., E., Toronto 


Gentlemen: a 


Please ship us dozen cans of Dr. 
Scholl’s Bromidrosis Powder at $4.00 a 
dozen. 


Name 





Address 








City 





WHERE TO BUY 
Ballet Slippers 





Soft Toe 
Turn 
Ballets 
Black Kid 


Expertly Designed 
Misses 


(Cecilia 


Lefts and Rights 
& 
In No. 100—R 
Steck No. 500 Beek Sele He 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St. Chicago 





WHERE TO BUY 
Children’s Slippers 








Send for 
Catalog 


A Smet New Col and Liserd 
Strap Acrobat ook 





8%4—12 
by ist? 
SHAFT-PIERCE SHOE CO., FARIBAULT, MINN. 


On the Selling End 


News of Shoe Travelers and Sales Activities 


OUIS_ COB- 
LENTZ is 
now on a _ study 
trip, visiting the 
I. Miller & Son, 
Corp., dealers, 
prior to his sailing 
for Europe to open 
the I. Miller fash- 
ion studio in Paris. 
Mr. Coblentz is 
well known to the 
trade in both coun- 
tries. He was born 
in Paris and prior 
: to his coming to 
America was salesmanager for Leon 
Weil, of Paris, makers of buckles and 
shoe ornaments. His first year in busi- 
ness in America totaled $60,000. Five 
years later, the volume in buckles and 
shoe ornaments reached $500,000. The 
recent tariff made impossible the con- 
tinuation of the import business. Mr. 
Coblentz is studying the American de- 
mand so that when he opens up the 
style studio in Paris in December, he 
will be equipped to render complete 
fashion service in shoes and bags. He 
will be on the look-out for new ma- 
terials and designs. 

A distribution center for American 
hose will be linked with the I. Miller 
headquarters in Paris (15 Rue des 
Italien, Paris) and there is a possi- 
bility of distributing I. Miller shoes 
through Europe following a survey by 
Mr. Coblentz of the entire European 
market. 


Louis Coblentz 


ORTIMER ¢. 
SEAMAN, 
for years one of 
the best known 
shoe salesmen 
covering the terri- 
tory in and about 
New York City, 
diecl on Wednes- 
day of last week 
at his 5487 Grand 
Avenue, Bronx, 
near Fordham 
Road. The fun- 
eral was held on 
Friday and was 
attended by a very large number of 
representative members of all branches 
of the shoe industry. 

For twenty-five years Mr. Seaman 
represented the J. J. Lattemann Shoe 
Mfg. Co., Inc., in the New York terri- 
tory. About six months ago he became 
associated with his son in the Faleck & 
Seaman Shoe Corp., manufacturers, in 
New York City. During his long con- 
nection with the industry he had been 
active in movements for the betterment 
of the shoe trade and the traveling 
shoe salesmen. He was a charter mem- 
ber of the New York Boot and Shoe 
Travelers Association and held a num- 
ber of offices in that organization. 

“Morty” Seaman was a man of 
strong character who formed many 
firm friendships both among his fellow 
travelers and the retail merchants with 
whom he came in contact. 


Mortimer C. Seaman 








Approved by Medical Men 


As a fully ventilated - 
shoe the Burkley Ven- ‘5 
tilated Foot Developer 
is unexcelled. Well 
surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 Ne. Main St, 
Brockton, Mass. 











WHERE TO BUY 


Shoe Fitting Devices 
MEASU-AT 


ERACT Sizt 
eo. 





CORRECT movasLE ATURAL 
TOL SPRING NATURA ARCH = PELL CURVE 


The Perfect New rig 


Foot Measure $2.00 


Insures Accurate Measurement of the Foot 
If your jobber can’t supply, write us. 
Foot Measu-Rite Inc. Marbridge Bldg. 
47 W. 34th St., N. Y. C. 























HE sales organization of Heel 

Hugger Shoes, Inc., Auburn, N. Y., 
is headed by Sam A. Beeson, who was 
formerly sales manager for Boyd- 
Welsh Shoe Company of St. Louis, and 
includes A. B. Brown, for many years 
with Dunn & McCarthy, Inc., but re- 
cently with Natural Bridge Shoe- 
makers, for New York and Pennsyl- 
vania; Burton T. Duncan, for twelve 
years with Hallahan, for the East; 
Emil Goldman, for many years on the 
Pacific Coast with Thompson Crooker 
Shoe Company, for Denver, West; C. A. 
More, formerly vice-president of Chou- 
teau Shoe Manufacturing Company of 
St. Louis, the South; William Sorensen, 
formerly sales manager for Midvale 
Shoe Company of St. Louis, for the 
Middle West; and Harry Vinsonhaler, 
formerly vice-president of Independent 
Shoe Company of St. Louis for the Cen- 
tral States. Mr. Beeson is sales man- 
ager. 

A telegram recently announced to the 
trade throughout the United States the 
launching of this new line of $5 and $6 
welt shoes for women to be carried in 
stock from AAAAA to EEE, sizes 1 
to 12. Every style in the line will be 
carried in stock. 


M E. SCHAEFFER, for the past 
* ten years connected with the 
Brockton Shoe Mfg. Co. of Holbrook, 
Mass., has severed his connections with 
that concern and is now associated with 
A. Freedman & Sons, Inc., and the 
Corcoran-Gleason Shoe Co., of Brock- 


ton in the capacity of district sales 
manager for the territory of Pennsyl- 
vania, Maryland, Delaware, West Vir- 
ginia and Ohio. 

In his new connection Mr. Schaeffer 
is affiliated with two outstanding fac- 
tories in the South Shore district mak- 
ing men’s shoes in the popular priced 
field. 

Mr. Schaeffer made an enviable sales 
record with the Brockton Shoe Mfg. Co. 
In association with his brother, Robert 
M. Schaeffer, he will now cover the 
wholesale, chain-store and retail trade 
of the above mentioned territories. 

A suite of offices will be maintained 
at 66 N. Fourth Street, Philadelphia, 
where complete lines of samples will be 
on display. 

The Schaeffer Bros. also conduct an 
in-stock department at the same ad- 
dress featuring the products of the 
above concerns. 


Jt BANE B. KING is convalescing 
from a five weeks’ serious illness, 
during which period many of his 
friends were deeply concerned regard- 


ing his recovery. His friends through- 
out the trade will be glad to know that 
he is slowly but surely gaining ground, 
and was among those present at the 
Joint Styles Conference in New York 
this week. 


AVE DAVIS’ host of friends 
throughout the trade will be glad 
to know that he is back in his office, 





after several months’ illness. 
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WARNER SPATS 


Large stocks on the floor, for AT ONCE 
shipment. 


ENGLISH BOX CLOTH 
KERSEY 
FELT 


ranging in price from 
$10.00 bay $27.00 per 
OZ. 


STYLE — QUAL- 
Th 


doffs its hat to none. Catalogue— 
Prices and 


b Samples 
Tiaey Or mailed on 


The W. W. Warner Mfg. Co. request. 
317 SYCAMORE ST., CINCINNATI, OHIO 











New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 


tion, over 100,000 copies now in use. Price 50 
cents. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 





Attractive 
Price Tickets 


Actual size, Light 
Blue or Laven- 
der, Black figures 
—32 differ- 
ent prices— 

$1.50 to $16.50 

15c per dozen 

12 doz. — $1.25 
24 doz. — $2.00 


Check with Order, 
Please 


MERCHANTS’ SERVICE DEPT. 
189 W. Madison St. Chicago, Ill. 





) most salable Slipper 
bday 57 PON 


Comiort, economy and attractiveness have 
combined to create for slippers made with 
Zapon a nation-wide sales appeal that has left 
far behind any competitive offering. These 
truly unusual slippers have developed a cus- 
tomer satisfaction that is unrivalled from a 
profit-building standpoint. Zapon, although 
kid soft, is extremely durable for long wear. 
It comes to you in many delightful patterns 
and in many colors. Real merchandising value, 
such as you seldom see. Let us give you the 
names of slipper manufacturers now using 
Zapon. It’s the shortest cut to quick and 
continuous profits. 


STYLE—BEAUTY —WEAR—PROFIT 


. 
<-_ go 
IMPORTANT 
Look for the Zapon label on every 
pair of slippers you buy. It is your pro- 
tection that you are getting the best. 


I7ARINE 


Reg. U.S, Pat. Off. 


Izarine is still piling up 1930 profits. 
Are you getting your share? Chamois 
soft, waterproof, offered in a wide 
variety of colors... Send for Samples 


THE ZAPON COMPANY 
STAMFORD, CONN. 
Subsidiary of Atlas Powder Company 
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WHERE TO B 
Spats 








IDEAL 


Reg. Trade Mark 
Manolis Products Will 
Give You More Profits. 


Spats oo t d 
Dea. Pre. Include Bor. 
eloth. 


Rhinestones $2.50 te 
HS.F._ Sactode Colontal 
MANOLIS MFG. CO. 
4248 Ne. Crawterd Ave. 
Chieage, til. 








PR PR PIB LFV iF, BV GV he 


BOND STREET 


The finest, best known, 
of all. Styled in England 
—made in America, and 
priced to retail at $1.50 
to $5.00. Backed by 
comprehensive, unique na- 
tional advertising—radlo, 
national magazines, mer- 
chandising helps, attrac- 
tive packages. Immediate delivery. Write for samples. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohio, U. S. A. 





EF iT aE sn EE hE GF, 


GREATEST SPAT LINE 
OF THE INDUSTRY 





yy - I” 
Standare 
8 P A T s 
finest spat 





$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1930 
8. Rauh & Co., 650 Sixth Ave., New York 
—————————————— 





To Retail at 
$1.45, $1.95, 
$2.50 





Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. When 
ordering samples mention price range. 


MMustrated folder and price list on request 





surgeon. It is a crude and not quite 
satisfactory illustration, but it gives 
the general idea better than any other 
I know. The foot as the weight comes 
upon it is much like a chair with one 
leg missing. Instead of the missing 
leg there is a strong elastic cord at the 
fourth corner. The three legs corre- 
spond to the three-point contact of the 
foot, while the elastic cord represents 
the leg muscle that holds up the inner 
border. 


If you had a chair fixed that way, 
with the elastic cord fastened to some- 
thing above, and if you sat down on 
the chair, there would be a slight give 
at the corner supported by the elastic, 
and a lowering of that corner of the 
chair. When you lifted your weight 
from the chair that corner would come 
back again to level. Just so, when you 
put your weight on your foot there is 
a slight give or stretch of the leg 
muscle that supports the inner border 
of the foot and the foot rolls slightly 
downward and inward. When the 
weight is removed the muscles promptly 
bring the foot back to the original posi- 
tion. 


We refer to that slight give and roll 
as the “spring of the foot.” 


Now, keeping to the illustration of 
the chair, suppose that the person sit- 
ting on the chair was too heavy for the 
elastic cord; or suppose that the other 
legs of the chair were off balance and 
put too great a burden on the elastic, 
so that when the person rose the elastic 
did not have the power to pull that 
corner back to level. You would then 
have a chair off balance, with one cor- 
ner sagged down. So with the foot. If 
the strain on the leg muscles becomes 
too great, or the muscles become weak- 
ened from any cause, so that they are 
no longer able to hold up the inner bor- 
der of the foot in its natural position, 
then that slight downward roll becomes 
a fixed sagging of the inner arch of the 
foot and what was naturally a means 
of graceful locomotion becomes the 
source, not only of an ugly position of 
the foot, but the direct cause of every 





Cattle Hide Imports Lower 


Total consumption of domestic cattle 
hide leather during the first seven months 
this year was 11 per cent less than last 
year for a simliar period, according to a 
statistical analysis issued by the New 
York Hide Exchange; the consumption 
up to the end of July this year being 
equivalent to 10,150,000 hides, against 
11,401,000 last year. Cattle hides put 
into process of tanning fell off 13-3/10 
per cent in August, as compared with 
the previous month, but the total for 
the eight months this year was 13-1/10 
per cent greater than last year. 

Imports of cattle hides have fallen off 
considerably since June, the imports this 
year up to the end of August being 
4-1/10 per cent under the corresponding 
period last year, whereas the imports this 
year to the end of June reflected an in- 
crease of 22 per cent over the imports 
of last year during that period. 





GOLD SEAL, 722 B’way, N. Y. C. 






How Foot Troubles Start 


[CONTINUED FROM PAGE 28] 
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ill that besets the foot except corns and 
callosities. And I think it is. safe to 
say that even corns and callosities are 
present to a far greater extent when 
the foot has sagged as I have described. 

What I have tried to describe and 
illustrate here is nothing more nor less 
than your old friend, fallen arch, more 
properly called flat foot. In my next 
article I will try to show how other 
foot ills follow this condition and how 
it affects the balance of the body. 





Jacobson Brothers Open Fine 
New Store 


New YorK—Jacobson Brothers offi- 
cially opened their new enlarged store 
on East Fordham Road on Friday and 
Saturday, Oct. 10 and 11. 

The new store, a noteworthy expres- 
sion of modern art, contains a new sep- 
arate department for men and a budget 
shop for women’s inexpensive footwear. 

Enhanced by large show windows, 
black marble and silver and gold cei!- 
ings, the front and vestibule are most 
impressive. The interior, cheerily deco- 
rated in birdseye maple, contains spa- 
cious new quarters and lounges for the 
women’s department. White ceilings, 
handsome fixtures and appointments in 
the modern manner effectively complete 
the ensemble. 

Dave Schooler, well known actor, was 
master of ceremonies at the celebration 
on Friday. Among those who visited 
the store to join in the celebration and 
offer their good wishes were: M. P. 
Stein, president of the Fordham Mer- 
chants’ Association; Dr. Alexander 
Barsel, rabbi of the Jacob Schiff Cen- 
ter; Judge Edward Walsh; Judge Wil- 
liam Evans; Albert Goldman, commis- 
sioner of plant and structure; F. B. 
French, vice-president of Chatham 
Phoenix National Bank; Charles Buck- 
ley; Samuel Golding, president of Ster- 
ling Bank, and Salvator Ryan, assis- 
tant district attorney. 

Refreshments, entertainment and 
gifts presented to every purchaser con- 
tributed in making the opening a most 
festive affair. The new men’s depart- 
ment is on the main floor, with its own 
separate entrance attractively ap- 
pointed. 

Another innovation is the Budget 
Shop, exquisitely furnished and 
equipped with a complete variety of 
inexpensive footwear for women. The 
proprietors, Messrs. Ben and Robert 
Jacobson, were enthusiastic about the 
overwhelming response shown at the 
opening. 

“We have been in business for 28 
years, located on Fordham Road for 
the past 11 years,” declared Robert 
Jacobson. ‘We were pioneers in the 
development of modern business and 
merchandising in this district. With 
consistent good services, we have 
gained many friends and we expect to 
continue in the same pioneering spirit 
with this beautiful new store.” 

Besides their enlarged store at 266 
East Fordham Road, the Jacobson 
Brothers maintain shops at 117 East 
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Fordham Road and in Stamford, Conn. 
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NOW READY FOR YOUR INSPECTION 


The 1931 Deauvilles are here now. Come and see the attractive 
models we are offering for the coming season. 


New combinations of leathers—new colors—new lasts—new 
styles to fit in tastefully with the softly feminine mode of today. 
And, of course, the same high standards of quality merchandise 
for which the Deauville line is famed. 


Our price range covers every requirement. We have Deauville 
Sandals to meet the demands of the quality market, and to 
satisfy the needs of those stores specializing in popular priced 
shoes. 


Write for our representative to call and show you our line. 


GOLO SLIPPER COMPANY - - - 129 DUANE ST., NEW YORK CITY 





“VARNUM” Size Stick 


The Most Popular Measure 


q Oo 
CZ 
V Maas 7 Somme wt SUSE EROBESESCCL EL DE el 


Marked with standard American, French and English 
measures. Three styles 1—2—3. Maplewood, nickel trim- 


mings. 
RETAIL SHOE STORES USE NO. 3 


PRICE $1.50 EACH 
F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 


Students in famous Illinois clinic 


STUDY.CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,00@ foot cases handled annually, large faculty 








The New York Hotel 
FOR SHOE MEN 


The New Hotel 





PLYMOUTH 


49th Street, just East of Broadway, N. Y. 
Room, private bath, $2.50 daily 


Cireulating Iee Water and Radio 


Single $2.50 $3.00 $3.50 
Double 3.00 3.50 4.00 


H. G. Yurdin, Manager 











physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——---—MAIL THIS COUPON TODAY —--—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 


Street and Numb 


City. 
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WHERE TO BUY 
Spats 











DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All Selling Colors 
1@ dozen lots $7.50 
Also Better Grades 


Bomples on Request 
STAR root wean Fa. 


50-54 Ne. 4th St., Philadelphia 

















WHERE TO BUY 


Riding Boots 











RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 
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New Phillips Store in Seattle 
Shopping Tower 


SEATTLE, WasH. (UTPS)—Three 
generations of shoe men have played 
their part in the development of G. D. 
Phillips, Inc., established , thirty-eight 
years in Seattle, who opened a new 
store September 27 in the Shopping 
Tower. 

Records in the possession of N. C. 
Phillips, Sr., show that as early as 1845 
his father, J. M. Phillips, living near 
the town then called South Danvers, 
but now known as pesheay, Mass., had 
factory contracts to make shoes by 
hand at 22% cents per pair. He later 
moved to Council Bluffs, Ia., and across 
the river at Omaha, Neb., opened that 
city’s first shoe store. 

His three sons learned the shoe busi- 
ness from him. In 1892 G. D. Phillips 
and J. M. Phillips, Jr., opened a tiny 
shop in Seattle. N.C. Phillips, another 
brother, opened a store in Portland, 
Ore., in 1904, but three years later sold 
out and removed to Seattle to join his 
brothers in their venture. At that time 
the business was incorporated under 
the name it now bears. As business 
prospered they moved into larger 
quarters, at one time in the location 
now occupied by Nordstrom’s_ shoe 
store. The Third Avenue store, known 
as Phillips Boys, was opened in 1910. 

Today N. C. Phillips, Sr., who will 


soon celebrate his seventy-eighth birth- 
day, is the organization’s leading fig- 
ure, A son, N. C. Jr., but better 





What’s New 
And What’s Said About It 











New Type of Shoe Form 


AUBURN, N. Y.—A patent has been 
issued to the Shoe Form Company of 
Auburn, N. Y., covering a new and im- 
proved shoe form known as the Fairy 
Flex-i-Form, particularly designed for 
forming the oxford type of shoe. 

This consists of the standard Fairy 
toe, half or three-quarter form, as re- 
quired, having an adjustable metal 
cross bar for width adjustments and an 
adjustable wire back member for length 
adjustments. It is supplied transpar- 
ent, white or colored for both men’s and 
women’s shoes. 

The back member, one of the special 
features of this form, holds the form 
snugly up into the toe of the shoe and 
at the same time exerts a gentle pres- 
sure along the sole of the shoe and 
against the counter effectively prevent- 
ing any tendency of the shoe to curl up, 
throwing it out of tread. This flexible 
back member is adjusted for length by 
means of a series of half size holes 
punched in the flange of the form. 
The metal cross bar may be adjusted to 
take up any width variations in shoe- 
making, properly filling out the shoe, 
forming it perfectly and showing it off 
in its full attractiveness. 





Woven Artificial Leather 


Boston, Mass.—The Hy-Sil Manu- 
facturing Co., of Revere, Mass., has 
perfected a method of weaving artificial 
leather for use in shoe vamps and quar- 
ters which is being sampled by the shoe 
industry for use next season in the 
ever popular woven sandal type of foot- 
wear. This artificial leather is woven 
in strips 36 inches wide and as long 
as 50 feet. It comes in an extremely 
wide variety of colors and color com- 
binations and is designed for use in 
shoes made by either the welt or Mc- 
Kay processes. 

For these woven sheets from which 
vamps and quarters are cut, the manu- 
facturer claims all the advantages of 
leather, including even its durability, 
and an added advantage in that it cuts 
without waste. It is claimed further- 
more, that it will not stretch when 
lasted. This new fabric is woven from 
narrow strips on automatic looms. 





New Shoe Department 


KALAMAzoO, MicH.—J. R. Jones’ Sons 
& Co. have opened a shoe department in 
their department store. The new de- 
partment is to be under the manage- 
ment of Ray T. Mondey, of St. Louis. 
Women’s shoes are to be handled exclu- 





WHERE TO BUY 
Spats 


666 AF BFA PEI 


FIT RITE OVERGAITER CO. 
526 S. 3rd St., Philadelphia, Pa. 


MANUFACTURERS OF SPATS 
present for the present Fall season 


FIT RITE SPATS 
With button or Zip fastening. 


In finest quality 
felt broadcloth and 
English Boxcloth. 


In all accepted and 
authentic colors. 


In grades to retail 
from $1.35 to $5.00 
per pair. 


Many are carried 
in stock. Samples 
on request. 
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WHERE TO BUY 


Dancing Sandals 


* KENDALL’S DANCING 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 


=, 















A SIDELINE 
MONEY 
MAKER 


Send for Circular 
DEPT. C. 








SE NE ET aC TEES 
% KENDALL SHOE COMPANY » 
HAVERHILL. MASS. 
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WHERE TO BUY 
W ork Shoes 
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& SALES OFFICE i 
62 Lincoln Street, Boston, Mass. 


Goodwill Shoes 





For Hard Service and LonoWegr 
; Oo 











known as Kress Phillips, is with him. 


sively. 


& Work and Service Shoes In Stock 4 
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ADVERTISING PAG@S. RBMOVED 


Latest Reports of New Stores, 


Failures, Embarrassments and 
Bankruptcy Proceedings 





Business Changes 


ARIZONA—Phoenix—Parson’s Smart  Foot- 
wear; boots and shoes; inc. authorized capital 
$30,000. 

CALIFORNIA — San ___ Bernardino — Popular 
Men’s Store (443 Third St.) ; boots, shoes, etc.; 
recently commenced business. 


IDAHO—Wallace—Wallace. Toggery; 
shoes, etc.; reported selling or sold out. 


MASSACHUSETTS—Haverhill—Warich Shoe 
Co. ; manufacturers; recently commenced bus- 
iness. ’ 

Lynn—Samuel’s Shoe Co.; boots and shoes; 
business certificate filed by Samuel Rossman. 

Salem—George Kashian Shoe Co., Inc. (28 
Goodhue St.); manufacturers; recently com- 
menced business. 


boots, 


MICHIGAN —Ann_ Arbor — Purfield’s Foot 
Comfort Shop, Inc.; boots, shoes, etc.; ine. 
authorized capital $5,000. 

Detroit—Samson’s, Inc.; boots and _ shoes; 


ine. authorized capital $10,000. 

Thomas & Forsyth, Inc.; boots, shoes, etc.; 
ine, authorized capital $10,000. 

MISSOURI—St. Louis—Benjamin M. Jacks 


(Jack’s Bootery) (4648 Shenandoah Ave.) ; 
boots and shoes; reported discontinued business. 


NEBRASKA—Lincoln—Copeland Boot Shop; 
boots and shoes; inc. authorized capital $10,000. 


NEW JERSEY—-Camden—The Berger Co. 


(848 Broadway); boots, shoes, etc.; inc. author- 

ized capital $100,000. 
Roselle—Meyer Gavinsky; 

removed to Linden, N. J. 


NEW YORK—New York City—Columbus 
Shoe Co.; boots and shoes; inc. authorized 
capital $10,000. 

Harris Shoe Co.; boots and shoes; inc. author- 
ized capital $10,000 


OHIO—Barnesville—Buy Rite Store (132 East 
Main St.); boots, shoes, etc.; recently com- 
menced_ business. 

Cincinnati—Antioch Shoe Sales Corporation ; 
boots and shoes; incorporated. 

Cleveland—Smith Smart Shoes Shoppe, Inc. ; 
boots shoes, etc.; incorporated. 


OKLAHOMA—Pawhuska—O. M. Mills & Co.; 
boots, shoes, etc.; removed to Bartlesville, Okla. 

OREGON—Klamath Falls—Stroud’s Bootery, 
Inc.; boots and shoes; inc. authorized capital 
$5,000. 

PENNSYLVANIA--Philadelphia—West Phila- 
delphia Five Cents to One Dollar Store and Up; 
boots, shoes, etc.; inc. authorized capital $1,000. 


RHODE ISLAND—Pawtucket—Mellions Cor- 
rective Shoe, Inc.; boots and shoes; recently 
incorporated. 

VIRGINIA — Roanoke — Stz Branch Shoe 
Store; boots and shoes; reported name changed 
to Bob’s Shoe Stor. 


boots and shoes; 





Failures, Embarrassments, Etc. 


Duncan & 


FLORIDA—Lake Butler—L. A. ‘ 
in 


Co.; boots, shoes, etc.; reported petition 
bankruptcy. 

Wauchula—Persons Co.; boots, 
reported petition in bankruptcy. 

ILLINOIS—Chicago—Aaron Ginsberg (2501 
W. 68rd St.); boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Stanley Ulalowski (Ule’s Toggery Shop) (8810 
Commercial Ave.); boots, shoes, etc.; reported 
petition in bankruptcy. 

Chicago Heights—John Niemcxak (1422 Went- 
worth Ave.); boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

INDIANA—Gary—Harry Ratner (1320 Broad- 
way) ; | ar shoes, etc.; reported receiver 
appoin' 

[OWA—Washington (also Wellman)—James 
E. Curl (Curl’s Clothes Shop); boots, shoes, 
etc.; reported petition in bankruptcy. 


MARYLAND—Baltimore—Grand Dep’t Store, 
Inc. (1421 N. Gay St.); boots, shoes, etc.; re- 
ported petition in bankruptcy; reported receiver 
appoin 

Etta Markowitz (927 
boots and shoes; reported petition 
ruptcy; reported receiver appointed. 

MASSACHUSETTS—Boston—Louis Wolovitch 
(66 Leverett St.); boots and shoes; reported 
petition in bankruptcy. 

East Bridgewater—Field Bros. Shoe Co., Inc.; 
manufacturers ; reported petition in bankruptcy. 

Haverhill—Brown & Bloomfield Shoe Co.; 
manufacturers; reported assigned to Bernard 
Glagovsky. 

F. T. Conner Shoe Co.; stitchers; 
petition in bankruptcy. 

Lynn—A, S. Alley Co.; children’s shoe man- 
ufacturers; reported offering to compromise at 
20 per cent. 

Salem—Ryan Rogers Shoe Co.; reported peti- 
tion in bankruptcy. 

NEW HAMPSHIRE — Manchester — George 
Wangersky ; boots, shoes, etc.; reported as- 
signed. 


shoes, etc.; 


W. Baltimore St.) ; 


in bank- 


reported 


Boot aND SHOB RECORD: 
combining THE SHOE RETAILER, Oct. 18, 1930 


NEW JERSEY—Millville—F. H. Knickerman ; 
boots and shoes; reported petition in bank- 
ruptcy. 


NEW YORK—Brooklyn—Lena Azrillian (157 
Flatbush Ave.); boots, shoes, etc.; reported 
assigned. 

Falco Shoe Co.; shoe manufacturers ; 
called meeting of creditors for Oct. 6. 

Pirrone Shoe Co. Inc. (263 Columbia St.) ; 
boots and shoes; reported called meeting of 
creditors. 

Rutland Shoe Co., Inc.; boots and shoes; re- 
ported assigned. 

Rochester—Tootsie’s, Inc.; infants’ shoe man- 
ufacturers; reported assigned. 


NORTH CAROLINA—Whitefield—P. Lein- 
wand; boots, shoes, etc.; reported petition in 
bankruptcy. 


OHIO—Akron—Frank E. Huszer (“South St. 
Dep’t Store’) (205 E. South St.); boots, shoes, 
etc.; reported petition in bankruptcy. 

Columbus—Capitol Shoe Co.; boots and shoes ; 
reported called meeting of creditors for Oct. 

Sandusky—Samuel Love; boots, shoes, etc. ; 
reported petition in bankruptcy; reported re- 
ceiver appointed. 


OREGON—Hillsboro—W. W. Boscow; boots, 
shoes, etc.; reported assigned. 

PENNSYLVANIA—Beaver Falls—Levy Bros. 
(Maurice Levy); boots, shoes, etc.; reported 
petition in bankruptcy. 

Darby—Samuel B. Harrison (861 Main St.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

SOUTH CAROLINA—Rock Hill—F. H. Moore 
Shoe Co.; boots and shoes; reported petition 
in bankruptcy. 

TENNESSEE—Memphis (also McLean)—Mor- 
ris Naftule Cohen; boots, shoes, etc.; reported 
petition in bankruptcy. 

TEXAS —Corpus Christi— Jim Dougherty; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 


reported 
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New Shoe Dealers 


Somerset, Ky.—John M. Clark. 

Cohoes, N. Y.—National Clothes Shop of 
Cohoes. 

x. Cleveland, Qhio—Smith Smart Shoes Shop, 


Philadelphia, Pa.—West Philadelphia to One 
Dollar Store & Up. 


fen Pawtucket, R. I.—Mellions Corrective Shoes, 


ar Fla.— Woodruff & Watson, Inc. 

Bellefontaine, Ohio—Frank Detrick, Inc. 

Philadelphia, Pa.—Oak Lane Bargain Shop, 
5946 Ogontz Ave. 





Ridgewood, N. Y.—Samuel Wachter, 2309 
Myrtle Ave. 
Barnesville, Ohio—The Buy Rite Store, 132 


E. Main St. 
San greg 
Store, 443 8rd S 
Hundred, W. ‘Va.—John H. MeNicholas. 


Cal.— The Popular Men’s 


Bedford, Ky.— Albert Wood, Main and 
Church St. 
Greensburg, Ky.—Ed. Shaikum. 





Niles, Ohio—Nicodin’s Department Store, 103 


State St. 

Oxford, Ohio—J. L. Silverman, Schlenck 
Bldg. 

Cincinnati, Ohio—Antioch Shoe Sales Corp. 


Walnut Cove, N. C.—Rothrocks, Inc. 

Klamath Falls, Ore.—Stroud’s Bootery, Inc. 

Benton, Ill—A. McCormick Co., 1012 E. 
Main St. 

Wayzata, Minn.—Erick-Hokanson Co. 

Greer, S. C.—Graham Cash Store. 

Baldwinsville, N. Y.—Frank Schroeder. 

Irvington, N. J.—B. Lurinsky & Co., 1091-5 
Springfield Ave. 

Marion, Ind.—Grand Leader Store. 

Laura, Ohio—Simmon General Store. 

Millerton, N. Y.—Greene’s Department Store. 


New York, N. Y.—Horn & Stone, Inc., 
Queens. 

New York, N. Y.—Elite Bootery, Inc., 
Queens. 

New York, N. Y. 





Y.—Multi-Stores Assn., Inc. 
San Antonio, Tex.—Commerce Street Store. 
New York, N. Y.—Columbus Shoe Co., Ince. 
Allentown, Pa.—Baringolz Department Store, 
553 N. 4th St. 
Philadelphia, Pa.—Grand Shoe Stores. 
Arkadelphia, Ark.—Nowlin & Sons Co. 
ne Fla.—Public Shoe Store of Tampa, 


Olean, N. 


i Fla.—Wauchula Dry Goods Co. 





Taylorville, 

Athol, Ky.—W. P. Campbell, Chas. Waller 
Bldg. 

Hubbard, Ohio—Wald’s. 

Atlanta, Ga.—Family Clothing Co., Broad 
St. Ne ¥. 


New Prospect, Wis.—H. Seering & Son. 

Chicago, Ill.—Florette Shoe Co., 70 East Madi- 
son St. 

Plant City, Fla.—Sowart Merc. Co., Inc. 

Cordele, Ga.—The Undersellers, 115 8th St. 

Ridgewood, N. Y.— Morris Kramer, 255 
Wyckoff Ave. 

Red Bank, N. J.—Irving Berk, 21-23 Broad 
St. 

Philadelphia, Pa.—North Second Street Bar- 
gain House, 928 N. 2nd. 

Murphy, N. C.—Leader Cash Store, Tennes- 
see St. 


Omaha, Neb.—Grossman Department Store, 
601-6 West Broadway. 


Akron, Ohio—I. Miller & Sons, 278 S. 
Main St. 
Akron, Ohio—A. Polsky. 
= Mich.—Samson’s, Inc., 616 Ford 
gz. 


Ann Arbor, Mich.—Purfield’s Foot Comfort 
Shop, Inc., 1122 Lincoln. 

Woodland, Wash.—Zeppernich Bros. 

Buxton, Ore.—B. W. Manley. 

Tacoma, Wash.—Pinnell & Richards, Inc. 

Battle Ground, Wash.—Mrs, George Watson. 








































































































Boot and Shoe 
Recorder 


Serves in 
Getting More Shoes Sold Right; not 


only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
Snoe Reconpen is to help solve it; for 
thie is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution, 


A Buying Guide to 





BOOTS AND SHOES 


Golo Slipper Co., New York City....... 
Geodwill Shoe, Holliston, Mass........... 
Greeley, A. W., Co., Haverhill, Mass 
Grossman, Julius, Inc., Brooklyn, N. Y.. 


Grover, J. J., Bhoe Co,, Stoneham, Mass., 





Air Mail Shoe Co., Cincinnati, Ohio. ...78-79 
Bass, G. H., & Co., Wilton, Me.......... 56 
Biarritz Sandals, New York City........ 44 
Bleecker Shoe Co., New York City....... 40 
Blog Shoe Findings Co., New York City. .41-50 
Brooks Shoe Mfg. Co., Phila., Pa....... 48-50 
Brown Shoe Co., St. Louis, Mo......... 34-35 
Burkley Shoe Co., Brockton, Mass...... 52 
Capezio, New York City .1.........sse008 48 
Chapline-Mayer Shoe Co., Milwaukee, Wis.. 84 
Chase, W. 5., & Sons, Haverhill, Mass.... 4 
Chicago Theatrical Shoe Co., Chicago, Ill.. 50 
Clapp, Edwin, & Sons, Inc., E. Weymouth, a2 
WW. cc vecccces Coo eerereccsescccceces oe 
Colt-Cromwell Co., New York City....... 82 
Connell, J. M., Shoe Co., So. Braintree, 
WN <6kbG se Sxvecusiashed esaniecdartees 56 
Converse Rubber Co., Malden, Mass....... 47 
Coon, W. B., Co., Rochester, N. Y........ 33 
Crescent Shoe Co., New York City....... 40 
Drew, Irving Co., Cincinnati, 0,......+. 81 
Ebberts, John, Shoe Co., Buffalo, N. Y.. 44 
Edwards, J., & Co., Phila., Pa...... 4th Cover 
Emerson Shoe Mfg. Co., Rockland, Mass.. 42 
Evans’, L. B., Son Co., Wakefield, Mass.. 46 
Fried, Lazarus, & Sons, New York City.. 41 
Friedman, B., Shoe Co,, New York City,, 40 
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Heel Hugger Shoes, Inc., Auburn, N. Y.... 37 


Horwitz, Vincent Co., New York City.... 46 





Independent Shoe M facturers, St. Louis, 
MR Re acvecacss Facbacckceadeencscgeats. 
Johnston & Murphy, Newark, N. J 16 
Juvenile Shoe Corp., Aurora, Mo........ 80 
Keith, Geo, E., Co,, Brockton, Mass..,.., by 


Kendall Shoe Co., Haverhill, Mass....... _ 
Killoran W. M., Lynnfield, Mass........ 


Krippendorf-Dittmann Co., Cincinnati, Ohio 83 


Lancaster Shoe Co., Elizabethtown, Pa, .70-7i 


Levey Bros., New York City.......+.see008 41 
Lion Shoe Co., New York City........... 40 


Mallot, H. F., Shoe Co., Chicago, IIl. ‘2 
Marathon Shoe Co.,, Wausau, Wis........ 
McElroy-Sloan Shoe Co., St. Louis, Mo.. 1 
Miller Rubber Co., Akron, O....Front Cover 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 7 
Morse & Rogers, New York City........ 40 
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Metueal Bridge Shoemakers, Lynchburg, ie 


sptitatan. A. E., Syracuse, N. Y....... 42 
Norridgewock Shoe Co., Norridgewock, Me. 48 


4 Bush & Weldon Shoe Co., Milwaukee, 
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NuWay Shoe Co., New York City........ 40 
Old Colony Shoe Co., Brockton, Mass... 44 


Packard, M. A., Co., Brockton, Mass.... 42 


Paristyle Footwear Mfg. Co., Inc., New 
York City 46 
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Pontiac Shoe Mfg. Co., Pontiac, Ill...... 68 
Powell & Campbell, New York City..... 41 
Reynolds, Bion F., + ages Mass...... 42 
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Roberts-Johnson & Aur St. Louis, Mo.. 10 


Saks, M. J., Shoe Corp., New York City.... 41 


Schwartz & Herder, Inc., Phila., Pa..... 50 
Shaft-Pierce Shoe Co., Faribault, Minn.. 52 
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Evans, John R., & Co., Camden, N. J....8-9 


Gallun, A. ved Sons Corp., Milwaukee, 
WwW 43 
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Hubschman, E., & Sons, Phila., Pa.... 13 


Lawrence, A. C., Leather Co., Boston, 
MOOR. sh ecbcsvecccccceveccceocccvccvccece 4 

Levor, G., & Co., New York City......... 2-3 

Ohio Leather Co., Girard, Ohio..... esos 88 


Skinner, Wm., & Sons, New York City.. 1 





Zapon Company, Stamford, Conn......... 53 
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In-Stock Saves the Sale 


BPrease turn to page 27 
in the main section of this week’s Boor AND SHOE 
RECORDER. ‘There you wil) find a cartoon captioned 
“You'll NEVER See This.” It shows a typical Amer- 
ican family happy, prosperous, smartly attired but 
SHOELESS. Ridiculous, you say? Well, yes, it’s 
an obvious exaggeration. Most cartoons are exag- 
gerations. Through exaggeration and an appeal to 
the sense of humor they serve to bring the truth of 
a situation forcibly to our attention. But is this 
particular cartoon really so ridiculous after all? 

Elsewhere in this issue we publish the figures on 
August production of boots and shoes in the United 
States and a summary of the production for the first 
eight months of the year. These figures, compiled by 
the Census Bureau of the United States Department 
of Commerce, show a falling off in production for 
the period from January to August inclusive, amount- 
ing to nearly 29,000,000 pairs, as compared with the 
corresponding period of last year. 

What is the significance of this decline? Is it 
merely a reflection of the general business situation ? 
Has the American public bought 12 per cent fewer 
pairs of shoes in the first eight months of this year? 
Have retailers, who buy shoes from manufacturers 
and sell them to the public, been drastically reducing 
the stocks on their shelves? A St. Louis manufac- 
turer whose opinion is quoted in the news section of 
the RECORDER this week inclines to the latter opinion. 
Even admitting that there has been curtailment in 
consumer purchasing of footwear, the production 
figures seem to point unerringly to reduced retail 
stocks. Merchants, apparently, have been proceed- 
ing on the assumption that people would buy fewer 
pairs. Twenty-nine million less pairs in eight months 
represents a lot of shoes. We could not continue 
that rate of curtailment very long without approach- 
ing the absurd situation suggested in the cartoon. 
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That cannot happen. Already the production curve 
has turned upward again. The total number of pairs 
manufactured in August was 15.4 per cent greater 
than in July, though 23.6 below the figure for August, 
1929. We are coming into the period of the year 
when the public, men, women and children, must 
have shoes. Merchants must supply them and fac- 
tories must make them. Retail stocks obviously are 
below par. The late fall and the beginning of winter 
will create a consumer demand that must be satisfied 
—and quickly. Customers may delay buying as long 
as possible but when they must buy they are exceed- 
ingly impatient. They want what they want—when 
they want it. 


Thu a situation like this 
the shoe manufacturer’s in-stock department and the 
shoe wholesaler step into the breach. It bridges the 
gap between consumer and merchant. It enables the 
retailer to serve the customer, make the sale, earn the 
profit. Indications point to an extremely heavy call 
for in-stock shoes in the next two months. Cold 
weather will show up the weak spots in retail stocks 
and wise buyers will take advantage of the facilities 
offered by in-stock departments to save themselves 
from loss of sales and disappointment of customers. 
The alert, successful merchant of today studies in- 
stock to know where he can buy wanted styles and 
types of shoes for delivery at once. He will need to 
take advantage of in-stock service frequently and 
freely through the remainder of this year. 

Of real significance in this connection is the fact 
that today there are definite indications of the return 
of the service wholesaler to a position of greater im- 
portance in the merchandising system. The whole- 
saler, like the manufacturer’s in-stock department of- 
fers prompt delivery when the time element is an all- 
important consideration. 
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304—Childs—Brown Elk 
with Brown non-scuff Shark 
tip and Back stay. Damp- 
proof Oak Bend sole. 6/8 
Leather heel on Jr. Misses. 
Spring leather heel on child’s 

sizes. 

404—Jr. Miss— 
305—Chi.—Black Elk with 
Black Shark non-scuff tip and 
backstay. Otherwise as above. 


405—Jr. Miss— 
8%4/11 C-D 11%/2 B-C-D 
$2.25 $2.60 





GT 353—Pat. with Black 
Lizard trim center buckle. 


Oak Bend sole. 
8%/11 C-D 1144/2 B-C-D 
$2.15 $2.50 





303—Childs—Brown Calfskin 

with Brown Lizard trim. Oak 

Bend sole. 11/8 heel on Sr. 

Misses Sizes. “Kidiking 
Grade.’’ 


403—Jr. Miss— 
603—Sr. Miss— 
302—Chi.—Black Calf with 
Black Lizard trim as above. 
‘‘Kidiking Grade.’’ 
402—Jr. Miss— 
502—Sr. Miss— 
301—Chi.—Chrome Pat. with 
Black Lizard trim as above. 
Not in stock on Sr. Misses. 
‘‘Kidiking Grade.”’ 
401—Jr. Miss— 

a) c-D 1144/2 B-C-D 
1.95 $2.25 
3/8 B-C-D 

5 


LANCASTER SHOE Co. 
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L 351—Pat. Blu. Oxford. 
Korry Krome sole. 


L 2351—Brown Elk as 
above. 

L 1051—Black Calf as 
above. 


L 4151—Lt. Smoke as 
above. 


5/8 C-D 8%4/11 C-D 
$1.85 $2.15 





BV 1301—Pat. Tie. Oak 
Bend sole. 
114%4/2 B-C-D 
$2.50 


LK 2951—Pat. Side Buckle 
One Strap. Oak Bend sole. 
11/8 heel on Sr. Misses. 


oni C-D 114%/2 B-C-D 
2.15 $2.50 
2%4/8 A-B-C-D 
$3.00 





I 
LN 3159—Brown Calf Sport 
Oxford. Rajah Crepe sole. 
11%4/2 B-C-D 2%/8 A-B-C-D 
$2.75 


ELIZABETHTOWN, PA. 









































306—Chi.—Brown Elk Tail- 
ored Wing tip oxford. Spartan 
Gold Spot Sole. 6/8 leather 
heel on Jr. Misses. Spring 
leather heel on chi. 


8%4/11 C-D 
2.20 


406—Jr. Miss. 
11%/2 B-C-D 
42.60 





EF 8451—Brown Elk un- 
lined. Damp-proof Oak sole. 
5/8 C-D 8%4/11 C-D 
$1.85 $2.15 


11 4G B-C-D 
2.50 





DU 351—Pat. One Strap, 
Korry Krome sole to 11. Oak 
Bend sole Jr. and Sr. Misses. 
8/8 heel on Sr. Misses’. 
5/8 C-D 844/11 C-D 
$1.85 $2.15 
11%4/2 B-C-D 2%4/7 A-B-C-D 
$2.50 $3.00 





257—White Elk with White 
Lizard underlay apron. Bear- 
foot Airway sole. 10/8 heel 

2144/8 A-B-C-D 
$3.25 
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THE COMPLETE SKEEZIX LINE 
IN STOCK 


Since its inception the in-stock department have made steadfast friends for the 
of Skeezix Shoes has been a source of Skeezix line wherever it is sold. 


safvi In today’s intense competition Skeezix 
steady and satisfying profit to merchants Shia: dite: ie amnaiien eli leak sana 


who are doing business on a low inventory a merchant’s business steady and at profit- 
and a high turnover. Character and value able volume. 


Terms: 3% 10—Net 30 





A 4151—Light Smoke Elk. A 351—Pat. Blu. Boot. = peg ag see 

Flexible Korry Krome sole. Korry Krome sole. er ners Mi ; to 

A 8451—Brown Elk as A 1051—Black Calf boot. “w sole. ee 11, GD 
above. Korry Krome sole. %/ x 

A 9551—White Elk as A 8451—Brown Elk Boot. . 
above. Korry Krome sole. 

A 351—Pat. Leather 5/8 C-D 8%4/11 C-D 

$1.95 $2.25 


as above. 
2/5 Little Infants D width 
$1.60 


509—Hubschman’s Caramel 

507—Schmidt’s Kaffa Brown Calf with Dark Brown Calf 
Eric with Prado Brown Eric trim. Loop leather lacing eye- 
trim. Brown Leather hand lets. Channelled and finished bs 
lacing on tip and _ panel. Oak Bend sole. 13/8 heel. ¢ ovr 
Damp-Proof Oak sole. 12/8 510—Black Smooth Calf with 

heel. Black Sand Snake trim. 
508—Schmidt’s all over Otherwise as above. 
Black Eric with black leather 
hand lacing on tip and panel. 


caowe exroRnt CUT WORN 


KF 2351—Brown Blk 
‘Mountain Lodge’ 14 Inch 
outdoor, scouting or hiking 
= boot. Overweight Oak Bend 
V 2653—Dark and Lt. Smoke a sole — Moccasin Last — Stock 
Elk. Korry Krome soles on LM 2351—Brown Elk 
Inf. and Chi. Rajah Crepe on ‘Mountain Lodge’’ outdoor, 
Jr. and Sr. Misses. Moccasin scouting or hiking oxford. 
Last. Overweight Oak Bend sole— 
5/8 C-D 84%4/11 C-D Moccasin Last. 
* $2.15 2144/8 B-C-D 
1144/2 B-C-D 2144/8 A-B-C-D $3.00 
$2.50 $3.00 


Distributed by: 


Herbert L. Marx Shoe Co. Jos. P. Dunn Shoe & Leather Thompson-Ehlers Shoe Co. 
Albany, New York Co., Denver, Col. Chicago, Ill. 


| 


ma -N, 107-0_-B 8 ae) 2 10) a ClO R ELIZABETHTOWN, PA. 
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Safe Sizes to Re-Order 


To Play the In-Stock Game, Merchants Must Know When and What 
to Replenish and When to Lay Off 


By MARCUS A. McWEENY 


Manager of Shoe Department, Kennedy's, Boston 


M, experience in retailing 
shoes, which has occupied my time to the exclusion of 
everything else for twenty years or more, has taught 
me that there is more to this business of buying in- 
stock lines than appears on the surface. At first 
glance, it seems obvious that if you buy only in-stock 
shoes, you can size in after a sale has been made and 
turn your stock a number of times. 

But it is not quite as easy as that. You cannot size 
in intelligently—in fact you cannot play the in-stock 
game at all successfully—unless you have a very clear 
idea of what sizes sell best, what sizes can safely be 

















These two buying 
schedules give the au- 
thor, at the start of 
the selling season, a 
complete range of 
widths—even A’s and 
E’s. On these two 
widths, however, no 
re-orders are placed. 
Other widths are re- 
ordered weekly until 
sales begin to slip. 
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rebought, what sizes are best confined entirely to your 
initial order. Furthermore, there is such a thing as 
a size which may safely be re-ordered just after the 
opening of a selling season and which cannot safely 
be re-ordered toward the close of the season. In other 
words, you must know at what time during the selling 
season your end and even some of your middle sizes 
begin to slip, what sizes these are and when to close 
them out entirely and forget them. 
Here’s a concrete example: 


Chart A and Chart B show two typical initial or- 
ders for shoes to retail at $6. As a matter of fact, 


Chart A (to the left) 
shows the purchase, 
on initial order, of six 
pairs of A-wide shoes. 
Chart B (below) shows 
the purchase of seven 
pairs of E-wide shoes. 
The widths common 
to both buying sched- 
ules are B, C and D, 
the author’s best sell- 
ing widths. 
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Chart C—This shows 
the range of size and 
widths in which the 
author buys a_ black 
calf, a tan calf and a 
black kangaroo on the 
same last. Double A 
widths, A’s and E’s are 
never re-ordered. Of the 
other widths, the author 
finds that some begin 
to slow up sooner than 
others. He watches his 
sales by sizes, therefore, 
and discontinues __re- 
orders on any size which 
becomes at all sluggish. 


each chart represents two initial orders—two lasts in 
black and in brown. You will note that Chart A 
shows a purchase of six pairs of A wide shoes; and 
that Chart B shows a purchase of seven pairs of E 
wide shoes. The only widths common to both buying 
schedules are B, Cand D. Of these, the two best sell- 
ing widths are C and D, and I buy them accordingly. 

This gives me at the start of the selling season a 
complete range of widths. If a customer takes an A 
wide shoe, he is sold one of the line in which the A 
widths have been bought. If he takes an E wide, he 
is sold a pair from the other line. 

On these two widths I almost never re-order as ex- 
perience has shown them to be very risky. That 
doesn’t mean, however, that an old customer is turned 
down and told to go elsewhere. If he comes in for 
a 9-A, let us say, after the one pair of that length and 
width has been sold, I get them for him from the fac- 
tory and charge him the regular price, paying the 
manufacturer the twenty-five cents extra which he 
charges on one-pair shipments. It minimizes my 
profit a little on that one sale, but it is a form of ser- 
vice which cements friendship. Being close to the 
manufacturer, my customer rarely has to wait more 
than twenty-four hours for his shoes. 


@: my B-wide shoes, | 
re-order once as my record of sales by sizes shows 
me that, next to A’s and E’s, B’s are the slowest 
sellers. 

My heavy re-orders, and consequently the widths in 
which I get my fastest turn, are on C and D wide 
shoes. The popularity of these widths, furthermore, 
is reflected in the size of my initial orders. You will 
note that Chart A shows an initial order of nine C’s 
and 14 D’s and that these amounts are duplicated in 
Chart B. 
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On these widths I find it safe to re-order every Mon- 
day morning. During the first half of the selling 
season, my re-orders equal my sales of the week be- 
fore. In other words, I buy exactly the same shoes 
I have sold, in the same lengths and widths. 


Later in the season, when 
things are slowing down a bit, I go over my sales by 
sizes and see which of the sizes have shown a tendency 
to slow up somewhat. I then re-order on only the 
very fastest of my best selling sizes, letting the others 
slide. Shortly before the end of the season I put a 
PM on and clean them all out, provided they are not 
shoes which I feel safe in carrying over. 

Playing the game this way I have found it possible, 
in one case at least, to do a $45,000 business on a 
$5,000 investment. That was on the line of one man- 
ufacturer alone. On other lines I have had from 
three to five turns yearly. 

Another example of an in-stock line and how | 
handle it, is shown in Chart C. This is a very fast 
selling line, somewhat higher priced than the shoes 
discussed heretofore. On one last I buy a black calf 
number, a tan calf number and a kangaroo. In buy- 
ing this line experience has taught me to add AA to 
my list of widths. My initial order calls for seven 
pairs AA wide, seven pairs A wide, nine pairs B wide, 
16 pairs C wide, 19 pairs D wide and eight pairs I 
wide. I do not re-order on the AA’s, A’s and E’s, 
putting through a one-pair order to the manufacturer 
if any of my regular customers show up after the 
initial order has been sold. 

As in the case of the lines described in Charts A and 
B, I re-order weekly on the B, C and D widths. This 
re-ordering is continued until the middle of the selling 
season and then is discontinued. After that, all our 
efforts are centered on getting rid of what we have. 
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Women and girls in this small town in Arkansas wore their hair bobbed and 


their skirts in the mode decreed by Paris. 
their shoes looked like Broadway. 


Their stockings were of silk and 


Keeping Up with Broadway 


How can the small town shoe store compete with the big city 
shop which quick transportation has brought nearer 


By H. T. DAUGHERTY 


A few years ago it was 
estimated that approximately 85 per cent of the shoes 
sold in this country were sold in the local family shoe 
stores. This writer cannot say what the percentage is 
today, but it is certainly less. The problem of the local 
family shoe store has changed a great deal in the last 
ten or twelve years. When shoes were merely foot 
coverings it seemed as though almost anybody could 
at least make a living in a neighborhood store. 

Today the local store must meet many perplexing 
problems and it is only as these problems are intelli- 
gently met that these stores can hope to continue. 

If the store is located in a small town or village 
within a radius of 100 miles of a big city it has been 
brought into competition with the big stores by the 
improved roads and low cost automobile which makes 


it possible for his prospective customers to drive to 
the big city, spend several hours in shopping and return 
the same day. 

The chain store has invaded the territory and taken 
some more of the possible customers. Style informa- 
tion is broadcast to every town, village and hamlet by 
the low cost magazines and newspapers, to say nothing 
of the radio. 

A year or two ago I was in a small village in 
Arkansas, with a population, I should say, of not more 
than 2000. It was Saturday afternoon. Women and 
girls were shopping on the one business street, only two 
or three blocks long. Their hair was bobbed, their skirts 
were of the newest mode, their stockings were silk and 
their shoes looked like Broadway, New York. 

[TURN TO PAGE 80, PLEASE] 
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Dependable Business 
Stimulator~~ 


the WEYENBERG 


Duetofedie 


ee 


hail 


Style No. 6333, illustrated above, is of 
black calf, built on the Zip Last. 
Widths A, B, C, D and E. Same 
in tan calf—No. 6323. 


5” 


No. 8742—$2.90 No. 8704—$2.90 No. 6559—$3.35 


Boys’ Black Calf, Ardmore Jr Boys’ Black Cal}, O’Boy Last, Black Calf, Ardmore Last, Black Calf, Rocker Tread Last, 
In Stock C and D. In Stock BC and D. 


Last, in Stock C and D. 
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COMFORTABLE LASTS 


HERE is a definite demand for arch 
supports in every community. Make 
this demand a vital part of your business 
by meeting it with the popular priced 
Docto-Pedic line. It carries extra value 
features that attract new customers and 
retain the confidence of old buyers . . . 
Write for complete catalog of Docto- 
Pedic styles. A post card will bring 


our salesman to your store. 


WEYENBERG SHOE MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


No. 6435—$3.35 No. 6455—$3.35 No. 6323~$3.35 
Black Calf, Glide Last, Tan Calf, Zip Last, 
In Stock A, B,C, D and E. In Stock A, B,C, D and E. In Stock A, B,C, D and E. 





Volume Through Concentration 


How a Retail Shoe Merchant Cut the Number of 
Styles in His Stock from 320 to 150, Sold 
More Shoes and Made More Money 


Vvvv 


A shoe merchant asks this 
question, and it is one that thousands of shoe merchants 
would like answered: 

“What are some things a shoe dealer can do to make 
increased sales?” 

One answer is, you get increased volume by con- 
centration. A western shoe dealer who was doing an 
annual business of $56,000 had a $30,000 stock, which 
was all wrong. His mind was on turnover. But the 
public doesn’t care about turnover. Naturally a store 
should have an adequate stock, but it must strike a 
balance between adequate stock and turnover. 

How is it possible to get the minimum stock that will 
enable a store to get maximum turnover? One way. 
Concentration! It resolves itself down to the rule: 
Fewer lines; more sizes. It is not the lack of a style, 
but the lack of a size that is most likely to result in a 
lost sale. 

The merchant referred to above had 320 different 
kinds of shoes in his store. There were 4400 pairs in 
the whole stock. That was an average of only fourteen 
pairs per style. Just think of it! He had only 92 
styles that showed over twenty pairs to a style; 116 
styles with between ten and twenty pairs, and 112 
styles of nine pairs or less. 

Don’t laugh at that picture until you have made your 
own analysis. 

This merchant was ad- 
vised to segregate his odds 
and ends, and by doing so 
he eliminated 102 of his 
styles. He adjusted it 
down to 218 styles. Then 
he cut from 218 styles 
down to 150 styles in the 
next six months, and he 
could only do that by not 
permitting himself to buy 
a new style until he de- 
cided which two styles he 
would discontinue. 

In a year’s time this 
merchant had cut his stock 
without any sacrifice of 


his gross profit of $5,000. He didn’t increase his 
volume because it is easier to pile up that overstock 
than to correct it. But he did get it down to 150 lines 
in six months. The next year he showed a 10 per 
cent increase in volume and at the same time he in- 
creased his gross, because he didn’t have so many short 
sizes. His gross was increased from 32 to 35 per cent. 


— identifies a merchant 
as a decided man. Instead of having a menagerie he 
becomes a specialist in having what shoes he really 
needs and having them right. Overstock begins by 
spreading out the lines. Do you realize you have com- 
plication of lasts, leathers, heel heights, prices, all in 
your women’s shoes? Three lasts, three leathers, three 
grades, three heights of heels, thirty pairs to a line, all 
of which means $12,000. You can’t have them all, 
anyway. In the lines you have, do have the sizes. If 
your business needs repairing, go in for fewer lines, 
more sizes. Fewer lines and more sizes increases turn- 
over. 

The answer to the question as to how to increase 
sales depends on the type of store you have. Your 
store will bear the identification of a certain type of 
clientele. You are either known as a young people's 
store, as a correct fitting store, an orthopedic store, a 

high style store or a staple 
store. You are a special- 
ist, regardless of what you 
think. Specific shoes to 
specific groups of people 
are recommended to every 
shoe store in the country. 

Pick the clientele with 
which you are most in 
sympathy—the kind of 
clientele you can best cater 
to, and then all you need 
is the business of about 
two thousand families. 
Pick your families. Pick 
the spot where you will 
run your business. 
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Wardell-Spectator. Tan 
Calfskin and Rajah Liz- 
ard combination; center 
buckle; one strap; 16-8 
Solid Leather Heel. Also 
combination of Black 
Calf and Gray Bombay. 











CHAIN STUKES 


THE ZAK BROTHERS CO. 


Good Shoes 
WHOLESALE AND RETAIL 
Office and Warchowse 
3757 West 25th Street 
CLEVELAND 























September 19th, 1930, 


Mr, Ny Ce Evans, Sales Manager 
Natural Bridge Shoemakers, 
Lynchburg, Virginia. 


Dear Mr, Evans:- 


When we decided to put in a line of $5 and 
$6 shoes, we made a careful survey of the 
market. Everywhere we heard of Natural 


Bridge Arch Shoes, 
after a careful investigation, we concluded 
that Natural Bridge Shoes were the best in 
the field and would contribute to our own 
reputation. 

In the time that Natural Bridge Shoes have 
been sold here, we are more convinced than 
ever that we chose wisely in selecting your 
line. 


Very truly yours, 
Buyer 


ZAK BROTHERS 














BUSINESS IS 
FINE—thanks— 
HOW IS YOURS? 


my 
saan 


WY 





SK any Natural Bridge Arch Shoe dealer how 
A business is and you'll get an optimistic answer! 
We know—because, unless our dealers were doing 
well our business wouldn’t be what it is. 


There’s no secret to the success of Natural Bridge 


Arch Shoes. There’s no mystery to the prosper- 
ity the dealers handling them are enjoying. 


It’s simply that the Natural Bridge Arch Shoe offers 
more style and comfort for the money—and that 
the women of America are aware of that fact! 


Women everywhere, and of all ages, keep buying 
and recommending to their friends the shoe that is 
“Good to the Foot, Good to the Eye, and Good to 
the Pocketbook.” 


Enthusiastic letters like the one shown at the left 
are being received in large numbers from dealers 
all over the country who “bless the day” they took 
on this profit-building specialty. 

Let us tell you more about this $5 and $6 winner 


which points the way to prosperity, even during 
times when business generally is “not so good.” 


Wire or write for our exclusive agency proposition. 





NATURAL BRIDGE 
SHOEMAKERS 


(Division of Craddock-Terry Co.) 
Lynchburg Virginia 


,) $ 


AAA to EEE 


Bridge Cnch Shoes 
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AAAA’S TO C’s 


IN STOCK 


I's TO 9’s 

















Write for a complete catalogue 


(it Mail Sock Bon 
Q Notable Product and Sewice of 


os 


IN STOCK 


AAAA’S TO C’s 





1’s TO 9’s 











Write for a complete catalogue 


You’ll find your immediate 
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The AILEEN Pump 
Built over 162 last with 19/8 heel 
No. 600— White silkray (Dye- 
able) 14101 





No. 601—Black satin .........+ 14101 
No. 602—Patent leather ...... 14101 
No. 603—Dull black kid...... 14101 





The MARIE Oxford Tie 
Built over 151 ys with 15/8 Cuban 


No. 236—Dull black kid with oe 






and white lizard trim............ 143 

No. 237—Leafbrown kid with beige 
watersnake trim ...... 1460 
No. 238—Java bro id with 
brown watersnake trim... 14601 


The DANUBE Pump 
Built over 170 last with 19/8 heel 


No. 254—Green suede with med 
en 
No. 256—Black suede with eae 
eee 14351 
No. 257—Brown suede with pearl 
ay RTT « ccccccsenccsssorensessens 14351 
No. 209—Black satin kid ...... 
No. 210—White kid ...... 
No. 211—Black satin ...... 
No. 212—Patent leather 
No. 219--White Toscray silk 











(Dyeable)  ....ccccsoee 14101 
No. 227—White Tosca Linen (Dye- 
able) 14101 
No. 228—Black Brocade ...... 14101 
No. 239 — White Illusion crepe 
eed qneenussiempsnsesenessscsaneus 14101 


240—Black Nuray linen 14101 
Ne. 241—Prado brown kid.. 14351 
No. 263—White Moire (Dyeable} 

14101 
No. 273—Black Moire......... 14101 
No. 274—Black and White Ring 
Lizard 








14351 
No. 275—Brown Ring Lizard 14351 





ae 


The ETTA Center Buckle 
Built over 162 last with 19/8 heel 
No. 607—Dull black kid with X -- 


GRRSETE CTEMR  ccconeseseoscvenccccsosnceee 
No. 608—Patent with pearl a 
trim 





51 
No. 609—Leafbrown kid soe bo] 
DEG TI BED sc ccccecerescnseveesss 4601 















































The PANSY 
Built over 156 last with 18/8 heel 


No. 255—Green suede with green 
pow — foxing, heel, soa = 





No. ° 234 Dui black kid with telack 
snake collar and strap... 

No. 232—Navy blue kid ty poo 
sand snake collar and strap 14601 
No. 233—Black lizard with black 
kid tip, foxing, heel, collar and 
strap 14601 
No. 234—Leafbrown kid with snake 
tip, foxing, heel, collar and strap 








No. 235—Brown Panama __ snake 
with leafbrown tip, foxing and heel; 
Java brown kid collar and strap 

14601 





The MILO 
Beit over 150 last with why y+ 
. 286— 


poet: Bid cccscnen 
Ne 287—Prado brown kid 1 14601 
No. 288—Dull black kid...... 14351 





The PEARL 
Built over 170 y od with 19/8 





Louis 
No. log black. kid...... 14351 
No. —Colonial brown kid 
14601 





The LOUISE 
Built over 150 last with 17/8 heel 
No. 221—Dull black kid with black 
1 


GAAS CCIM ccevccrsorserceespeseensoniees 1435 
No. 222—Riviera blue kid with 
blue lizard trim......ccccccccesseees 14601 


INo. 223—Black and white lizard 
vamp and strap with black kid 
uarter 14601 
No. 229—Brown snake vamp and 
strap with leafbrown kid quartes 
14601 
No. 230 — White [Illusion crepe 
(Dyeable) with silver strap.. 14351 
No. 231—Black silkray with pearl 
RRR 14351 
No. 244—Black lizard vamp and 
strap with dull calf quarter.. 14601 
No. 245—Patent with black sand 
snake collar and strap... 14351 















The YORKIN 


Built over 155 ~ oth 15/8 Cuban 
ee 

No. 279—Black suede with mat calf 

trim 14601 

No. 277—Black and white lizard 

14601 





with mat calf trim... 

No. 278—Brown ring lizard with 
Pradc brown kid trim.......000 4601 
No. 280—Dull black kid une 
BSCE GOP: $6 sicsscsesecsserescanses 14351 


No. 405—Black Kid with ame 


PUGAEOS SETI ssssccarsvsreicsse 351 
No. 406—Colonial Brown tid per 
Brown Alligator trims. 14601 





The EVE Pump 
Built over 172 last with 21/8 heel 
No. 604—Brown lizard with mode 


beige kid saddle and Java brown 
BER ORIIRE \ spcacermnntasacceossssteoiwanes 14351 


No. 605—Black lizard with black 
kid saddle and pearl lustre trim 


351 


No. 606—Dull black kid. with black 
and white lizard saddle and pearl 
BRUMETG:  TELAR: cctnnstiniscsscrsversiisoren 14101 
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Mail line of STOCK shoes 


The GARNET Gore Pump 


Built over 151 last with 14/8 
Cuban heel and 15/8 Junior heel 


No. 264—Black suede with Ring 
Lizard (Black and White) trim— 


pe |.) a 14601 
No. 265—Brown suede with Ring 
Lizard trim—Junior heel...... 14601 


No. 251—Dull black kid with 
black sand snake trim—14/8 heel 
14351 





No. 252—Patent with black sand 
snake trim—14/8 heel... 14351 


No. 253—Mooresque brown kid 
with brown snake trim—14/8 heel 
14601 








(Punchings not through lining used 
as perforations only) 
Built over 73 last with 13/8 heel 
No. 900—Dull black calf with 
BICMALICS SEIT cescccecssosscscevescese 13851 
No. 901—Patent with Hematite 
trim 13. 
No. 904—Black lizard vamp with 
dull calf quarter and lizard og 
101 


No. 905—Brown lizard vamp _ with 
brown calf quarter and trim 14101 
No. 906—Brown calf with Lizard 
trim 14101 














The FREDA 
Built over 156 - aa 18/8 Louis 


No. wade oa with black 
and white ring lizard trim.... 14601 
No. 281—Black and white ring 
lizard with mat calf trim.... 14601 
No. 282—Brown ring lizard with 
Prado brown kid trim.......... 14601 
No. 283—Dull black kid with 
black and white dot trim.... 14351 
No. Colonial brown kid with 
brown and white dot trim.. 14601 











seeenenenes 


No. 2 


tite an 


No. 4 
Java 3 





IN STOCK 
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Min Mil Souk Shoe 
hy ay pai 
\ Fhe United Hates Shoe Company 
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The LETTY Pump 
New 170 last with 20/8 spike heel 


No. 243—Green kid with green 
suede and pearl lustre stripping 
14601 





No. 206—Dull black kid with black 
and white snake and Hematite strip- 
ping 14351 
No. 208—Patent with black 7 and 
Hematite stripping 
No. 276—Black Lizard with ‘ane 
tite and Black Kid stripping 14601 
No. 404—Brown watersnake with 
Java and Leafbrown Kid stripping 
14601 








The MIRETTE 


Built over 150 last with 17/8 Con- 
tinental heel 


No. 401—Black suede with black 
and white ring lizard trim.. 14601 
No. 297—Black and white ring 
lizard with mat calf trim 460 
lo. 298—Brown ring lizard with 
Prado brown kid trim 14601 
No. 299—Dull black kid with black 
and white dot trim 14351 
No. ge yr brown kid =—_ 
brown dot tri 
No. 402—-Black. lizard with mat oot 
trim 14601 





The ELDA Center Buckle 


Built over 151 last with 14/8 
and 15/8 Cuban heel 


No. 260—Black suede with black 
sand snake trim; 15/8 heel.... 14601 

lo. 261—Brown suede with brown 
watersnake trim; 15/8 heel.... 14601 
No. 246—Prado brown kid with 
brown lizard trim; 14/8 heel 14601 
No. 247—Dull black kid with black 
sand snake trim; 14/8 heel.. 14351 
No. 262— Patent with black sand 
snake trim; 14/8 heel 14351 
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The DELUXE Strap 
156 last with 18/8 heel 

No. 258—Black suede with black 
kid and hematite stripping... 14601 
No. 259—Brown suede with Java 
brown kid and leafbrown kid strip- 
ping 14601 
No. 242—Green kid with green 
suede and pearl lustre stripping 

14601 








No. 204—Dull black kid with pat- 
ent and Hematite stripping.... 14351 
No. 205—Patent with black kid oud 
Hematite stripping .. 143 

No. 248 — Java brown kid ak 
mode beige kid and leafbrown kid 
stripping 


Oeeveevevocveoereesoreeses: 


Built over 155 last with new 15/8 
Continental and Junior heel 


No. 226—Dull black kid with Neck 
and white lizard trim 


No. 249—Leafbrown kid with brown 
snake trim (Junior Louis heel) 
14601 





sand 
heel) 
14351 


No. 250—Patent with black 
snake trim (Junior Louis 





Built over 73 last with 13/8 heel 


No. 908—Black suede with pearl 
lustre underlay 14101 
No. 909—Brown suede with Java 
brown kid underlay......0000. 141 
No. 902—Dull black calf 
Hematite underlay 1385 
No. 903—Patent 

underlay 13851 
No. 907—Brown calf with pearl 
lustre underlay 1410 
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The MYRA 
Built over 156 7 ae 18/8 Louis 
ce 
No. 296—Black suede with black 
and white dot trim 14601 
No. 294—Dull black kid with 
black’ and white lizard trim 14351 
No. 295—Prado brown kid with 
brown ring lizard trim 4 


The IRMA 
Built over 150 last with 17/8 Louis 
heel 


No. 293—Black suede 
and white dot trim 
No. 291—Dull | black 
black and white dot trim 
No. 292—Prado brown 
brown dot trim 


with Y- 4 





r ..eiibelll New! 
Lightweight Areh 


Support Shoes 


Specially constructed, lightweight, flexible Arch Type 
shoes. Special tempered steel shank, riveted and 
clinched through out sole. 
Cushioned insole for comfort. Features all designed 
to replace the old type heavy Arch shoes. 

And best of all, these shoes are specially priced. 


The SHIRLEY 

Built over 155 last with 14/8 
uban heel 

No. 272—Dull black kid with black No. 

sand snake trim 14001 


Cuban heel 
268—Dull black kid 


Built over 155 last with 14/8 
Cuban heel 
No. 270—Dull black kid with black 
sand snake trim 14001 
No. 271—Prado brown kid with 
black sand snake trim 1400 


AAAA’s to D’s — 2'4’s to 9’s 


uban heel 


No. 266—Dull black kid 
No. 267—Prado_ brown kid 


brown sand snake collar 





Built over 155 last with 14/8 


No. 269—Prado brown kid.. 14001 


Built over 155 last with 14/8 


black sand snake collar........ 14001 
14001 


with 


with 
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SHARK LEATHER 
TIP SHOES 
IN STOCK 


Style 1106—Black Elk, High Shoe 
with Black Shark Leather Tip. 


Style 1107—Coffee Elk, High Shoe 
with Brown Shark Leather Tip. 
8144/11% A-B-C-D 5%/8 B-C-D 


Style 1126—Black Elk, Oxford with 
Black Shark Leather Tip. 


Style 1127—Coffee Elk, Oxford with 
Brown Shark Leather Tip. 
12/2 A-B-C-D 8%/11% B-C-D 
GENUINE SHARK’S TOOTH 


ATTACHED TO EVERY 
PAIR 


12/2 A-B-C-D 
9 Iron Oak Sole—Finished Bottom 
8%/11% A-B-C-D 
9 Iron Sparton Gold Spot Sole 


5%/8 B-C-D 
7 Iron Spartan Gold Spot Sole 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA. 
AURORA, MISSOURI 





Keeping Up with Broadway 


[CONTINUED FROM PAGE 74] 


The chain stores are bringing style 
shoes into the small towns and villages 
almost as soon as they are shown in 
the largest metropolitan cities. Because 
the chain store specializes in one price 
and kind of shoes and draws its stock 
from a central organization it has the 
advantage of more complete stocks and 
sizes. 

The family store operator has tried 
to meet these conditions by broadening 
his stock, buying more and more short 
lines and in far too many instances has 
only succeeded in tying up his capital 
in broken sizes and unsalable stock. In- 
stead of having money in the bank he 
has an overstock of shoes, and because 
he is short of money he cannot keep up 
with the new things. 

The National Shoe Retailers Asso- 
ciation and State and county associa- 
tions have shown many of these dealers 
how to meet these new conditions. They 
have taught them to keep stock records, 
encouraged them to think together and 
to profit by the mass experience of their 
fellows. Many successful shoe men have 
given freely of their time and money 
for the good of the industry, realiz- 
ing that any sore spot affects the whole 
body, and it’s hard to realize how much 
worse the local store might have fared 
without this Association help. And yet 
there are hundreds and hundreds of 
local dealers who either cannot or will 
not attend these association meetings 
and far too many who do attend them 
who fail to benefit by them as they 
should because they either do not attend 
the conference meetings or what they 
hear goes into one ear and out of the 
other. 

Does this mean that the local family 
shoe store is doomed? Emphatically, 
NO. On the contrary, I believe that 
the family shoe store has a very defi- 
nite place, particularly in the smaller 
cities and towns. It is an important 
factor in the shoe industry and will 
remain so for many years. But it must 
be conducted in a new way, it must be 
alive, it must be in step with the times. 

The old slipshod methods will not do 
and the sooner this type of family store 
is frozen out the better. But the intel- 
ligently managed family shoe store has 
a better chance of success today than 
it ever had. I believe the average fam- 
ily would rather shop together than 
separately. I believe there is more com- 
munity spirit in the average American 
town than there ever was. Never be- 
fore was so much help offered freely 
to the local dealer. The “Buy at home” 
spirit is abroad in the land. Traffic jams 
in the big cities make it more comfort- 
able to shop at home. The big metro- 
politan department stores have already 
begun to establish branches in nearby 
smaller communities. 

What are you going to do, Mr. Re- 
tailer? Are you going to sit by and 
let these others come in and take your 
business from you? It is my candid 
opinion that the whole thing is up to 
you. 

The chances of doing a profitable 
business were never brighter. Please 
remember that I am not talking about 
a temporary depression which is hitting 
the big fellows just as badly as it is 
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you, but I am talking about a condition 
— confronts you in good times or 
ad. 

It is possible for you to be up-to-date 
in style, to give your customers a meas- 
ure of service that the chain store can- 
not give, to meet the competition of 
the big city, to have sizes for your cus- 
tomers, who are your friends when they 
come into your store, to do business on 
less capital, to make a better turnover 
with more profit in real dollars in the 
bank than you ever could. But—you 
will have to use your head. 

The problems of the small town shoe 
store and practical methods of meeting 
and solving them will receive further 
consideration in future articles by this 
writer to appear in forthcoming issues 
of the RECORDER In-Stock Section. 


Possibilities in Slippers 


A great many merchants are ne- 
glecting the sales possibilities of slip- 
pers. A selling policy calling for this 
merchandise to be featured twelve 
months in the year would cause the 
slipper sales in numerous stories to be 
tripled in volume. Both shoe stores 
and departments have demonstrated 
this again and again. <A 2 per cent 
increase in slipper inventory would 
produce a possible 25 per cent in total 
sales, if the 2 per cent went into good 
sizes of live numbers. 

One reason advanced for the heavy 
leather shoe stocks is the introduction 
of so many shoes having an advertised 
corrective feature. These shoes must be 
carried in all sizes, so at present they 
constitute a good 40 per cent of the 
average stock. Against this stock the 
merchant carries nearly as large a 
stock of novelties as heretofore. This 
increased stock has not in every case 
resulted in proportionately increased 
sales. But that is one of the penalties 
of operating a family shoe store—the 
wide spread of tastes that must be sat- 
isfied. 

Opinions expressed by merchants the 
past few months indicate a slashing 
of those lines whose sales prove they 
are carried for the occasional looker. 
“More shoes for the Buyers and less 
for the Shoppers” is the slogan indica- 
tive of the present trend. Perhaps 
when that is put in full operation, the 
relationship of the inventory and sales 
figures will show a closer balance. 

Family shoe stores can never af- 
ford to be as ruthless as chain oper- 
ators in style and size selection, accord- 
ing to the expressed views of several 
merchants. This, they say, would dull 
the edge of their very best weapons— 
individual styles plus individual ser- 
vice. 


Cincinnati Manufacturers Get 
More Orders 


Orders are now coming in rushes, 
and retailers, compelled to buy owing 
to low stocks, are filling their shelves 
for the Fall trade, which is now show- 
ing a decided pickup. — 
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